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COST NO MORE THAN THEY SHOULD—TO BE THE FINE SHOES THEY ARE 





Not Recommended 
for “Weather-Vane” Merchants 


Frankly, the Pedigo-Lake line for 1932 will not appeal to every 
type of shoe merchant. Those who have a “wind-blown” sales 
policy which shifts desperately from one grade of shoe to another 
to meet every temporary condition . . . those who are looking for 
price slashes . . . will not find what they want here. 

On the other hand, those who recognize that quality and value must 
prevail and have taken a firm stand accordingly, will find their 
ideas carried out to perfection by Pedigo-Lake. 

Alert purchasing power has made it possible for us to offer the 
greatest values ever seen in the now justly popular $7.50 to $8.50 
retail price range for quality and still afford a sizeable mark-up. 
Check this challenging statement for yourself! 


Pedigo-lake Shoe (. 


SAINT LOUIS, MISSOURI 


Distinctively Fine Footwear for Women 
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MOD-EDGE 
No. 7870H 





MOD-EDGE 
No. 7810H 














MOD-EDGE 
HAS THE EDGE 


which all superlatively smart shoes 
must have this season. Light, tight, 
airy edges which seem to belie the 
sturdy durability of this new welt 
construction. Some call it Silhou- 
welt to distinguish it from Goodyear 
Welt. 


Whatever the name, the smartest 
women in the land would gladly 
wear these Mod-edge models if they 
could get them. But, we make them 
only in growing girls’, misses’ and 
children’s sizes. . . . 









MAIO D) ash | And we’re putting a number of pat- 


tor Growing Girls terns in stock for Spring. 
} Misses & Children 
| RETAILING 


*3.50 to £6.50 


MOD-EDGE 


for Growing Girls 
Misses & Children 
RETAILING 


MOD-EDGE 
No. 7730 









3.00 to °6,50 
GREENFLEX 


83 00 450" 
ALL 
WELTS 

OF THE SHOE MANUFACTURING COMPANY 


RN AE 960 HARRISON AVENUE - BOSTON - MASS. 
GRADES a 















Room 611, Marbridge Bldg., New York 


SALES OFFICES | 
Ce a ES I 
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400—One strap made of Ruby Kid 
with grey ring lizard inlay. 


Style 408—Closed throat oxford made of 
Ruby Kid with grey ring lizard inlay. 











Style 406—Open tot tie made of Ruby 
id. 
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FOR SEVEN YEARS 


CORBIN - HOLMES 


SHOE COMPANY 
HAVE STANDARDIZED ON 


~éNR R RRR EE 


“Because it helps us make more uniform 
black kid shoes” was their reply when we 
asked them to give their most important 
reason for this long, continuous service 
record of RUBY KID in their factory. 
Corbin-Holmes Shoe Company further ex- 
plained that they find the consistent same- 
ness of quality, beauty, service and comfort 
in RUBY KID most helpful in holding the 
confidence and repeated orders of their 
customers. : 


JOHN R. EVANS & CO. 


CAMDEN, NEW JERSEY 


Cincinnati Rochester Boston Milwaukee St. Louis Philadelphia 










RUBY KID IS A DEFINITE 


SALES INFLUENCE 


An FF FAS AAA SS SS oo eee 











Standardire On CVANL Bran oL 
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Let Shoe Lace Sales | 
Pay Your Light Bill 





Everybody—men, women and children— 
uses shoe laces. Since most shoes require a 
second pair of laces they find a ready sale as 
replacements. The attractive margin of profit 
they pay will more than pay your monthly | 
‘electric light bill. 





A complete line of soft finish, glazed and 


mercerized laces suitable for every type and 





grade of shoe. 


Tips may be either fab- 
ric, metal or celluloid. 
We recommend the re- 
cently perfected 


JOSCO FABRIC TIP 


—a small, neat tip that 
will enter any eyelet with 
ease. It has no shoulder 
to catch, scratch or tear 
and is absolutely water- 
proof. 


SHOE LACE COMPANY, LTD. 


(Successor to Joslin Mfg. Co., Established 1856) 
PROVIDENCE, R. | 


SELLING AGENT | | 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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rown Kid 
lack Kid 
Black Kid 
Arch Support Insole 





COMBINATION 
AtoE 
* 060 Black Kid 
“8060 Same 


065 Brown Kid 
* 080 Black Calf 
* 085 Tan Calf 





BROUWER 
RESEARCH 
No. 100 


AA to E 
170 Black Kid, Orthopedic Heel 
44 Brown Kid, Orthopedic Heel 


0 
0 
$0170 Black Kid, Arch Support Insole 





ORTHOPEDIC 


AA toE 
* 070 Black Kid 
*$070 Arch Support Innersole 








This comfortable leather Arch support 
Insole gives real relief to broken arches. It 
is built right in the shoe. Stock numbers 
prefixed with letter “S’’ have this insole. 
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Those of you who attended 
the N. S. R. A. Convention at 
Chicago will have seen how 
Musebeck Double-Arch 
Wear-Straight Shoes are 
made. A new standard of 
quality. The kind of shoes 
that will make 1932 a profit- 
able year for you. You can 
build good will and perma- 
nent customers with a profit 
of $3.00 per pair, a 40% 
mark up on a selling price of 
$7.50. Musebeck Shoes are 
now priced $4.50 for all kid 


and calf shoes and oxfords. 


The Musebeck Arch Sup- 
port Insole numbers in both 
men’s and women’s shoes are 
giving relief to the most 
severe cases of bad arch 
trouble. These shoes are 
priced at $4.85. 


Our practical line of fine 
dress shoes contains construc- 
tion features not found in 
any other line. Quality 
where quality belongs. Shoes 
that you can always inven- 
tory without a loss. 


When ordering high shoes 
note: All oxfords that are 
marked with a star are also 
carried in stock in high shoes. 
Be sure to drop the figure 
naught from oxford number 
when ordering high shoes. 


MUSEBECK 
SHOE 


Danville, Ilinois. z 


5 








CUSTOM 


AAA to E 
068 Black Calf 
067 Tan Calf 





WALL STREET 


AAAA to E 
014 Black Calf 
013 Tan Calf 

$014 Black Calf 
Arch Support Insole 





LA SALLE 


AtoE 
018 Black Calf 
017 Tan Calf 





WALL STREET 


AAAA to E 
08 Black Calf 





Show your customers the Double-Arch 


Wear-Straight features and the high 
quality materials in the best $7.50 shoe 
in America. 

















AN ENDURING 
SPRING NEUTRAL 


* 


Color 217—FAWN embraces the best 
qualities of beige and is a Spring-like 
interpretation of brown. Fawn adapts 
itself admirably to the Spring costume 
colors, whether they be bright or the 
subdued classic. 


Since there is always a demand for neu- 
tral shoes, we predict a long career for 
this color. It will be good not only for 
early Spring but later for travel wear. 


COLOR 


AVI 


FAWN 


SELLS ASALALASS 












SIS44 44 


ALLIED KID 
COMPANY 


STANDARD KID DIVISION 
209 SOUTH ST, BOSTON 
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Heres how to bring more 


people into your store— 


1—Look at THE AMERICAN WEEKLY 
every Sunday 


2—Note the products advertised on 
its pages 





| 3—Display those products in your 
windows and on your counters 


—because this mighty magazine, 
with its 5,500,000 circulation, influences 
| the buying habits of nearly twice as 





many families as any other magazine 
in the world. 





THEAMERICAN 
ate WEEKLY 


Main Office: 959 Eighth Avenue, New York City 





Branch Offices: Patmotive Buipc., Cuicaco . . . § Wintsrop Square, Boston .. . 753 Bonnie Brag, Los Anceies . . . 222 Monapnock Bipe., San Francisco 
11-250 Generat Motors Bipc., Detroit . . . 1138 Hanna Buipc., Cteveranp . . . 101 Marietta St., ATLANTA . . . INTERNATIONAL BiDo., St. Louts 
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ON FEBRUARY FOURTH 
this account placed 
the first order for 

POLLYANNA SHOES. 


They thought 
422 PAIRS 
would be about right. 
But by the first of 
July, they had re-ordered 
1028 PAIRS 
or bought a total in 
five months of 
1450 PAIRS 


That figures a turnover of 
844 TIMES . 
ANNUALLY 


* 


In general, business 
from July first to 
the end of the year 
was not so good. But 
this Pollyanna dealer 
sold 
2450 PAIRS 
more in this period, 
bringing his total sales 
in eleven months to 
3900 PAIRS 
This shows an increase 
of sales in the last six 
months of 


69 PER CENT 
* 


Remember, he started with 
422 pairs in February, and 
achieved a turnover of 
11% TIMES 


for the year. 


* 


That’s conclusive evidence 
that 
POLLYANNAS 
LOOK RIGHT 
FIT RIGHT 
and 
SELL RIGHT 


a 


If you'll write us, we'll tell you 
this merchant’s name so you can 
check for yourself. And we'll tell 
you how you can get in on the 
Pollyanna Dealer Plan for greater 
profits. 


FROM KINDERGARTEN TO COLLEGE 


ae CO a) CR oe oe 

















IN THE LAST HALF OF 1931 
THIS MERCHANT 
INCREASED HIS BUSINESS 
SIXTY-NINE 
PER CENT 


e e | 





Pollyanna Shoes 
{ . January 11-12-13 
Will Be Displayed Hotel Statler 


at the 
Secten Bien Shen Rooms 763 and 764 


yy rn 


New York Office and In Stock Department 
196 Church Street 









SHOES 


THE FIRST JUVENILE CORRECTIVE SHOE 
RETAILING AT THESE PRICES FOR STAPLE 
PATTERNS AND LEATHERS 


POLLYANNA SHOES RETAIL 
PROFITABLY 
AT POPULAR PRICES 


* 
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Next Week 





NEW YORK—January 2, 1932 








Tabloid Truths by Merchants 
| for Merchants 


| the January 9th issue, the spot- THI S | Ss F 
news story of the Chicago conven- 
tion with its emphasis upon better sell- N U 
ing methods in shoes. We expect to 
hear many vigorous personalities voice 
their opinions in concert, in convention. : 1 
We have ths obligation of: sliien thems Voice of the Trade...................- Observations and Comment.........- 
nuggets out of a great trade gathering 
and spreading them as mental food for iieariininaaadiieas 

| merchants, everywhere. Here’s a place | For Shipboard and the South............ By Madame Hamilton Jeffries........ 16 
| a a@ message to merchants who want 
the convention brought to them in tab- 
lel tention Sales Plans for January 

A new method of borrowing the mer- | 0,P.1. (Other People’s Ideas).......... By Harry R. Terhune.........-..005 20 
chant’s eye and poking it right into 


As the Merchant Sees It............ 14 


Monthly Merchandising Calendar. .... 18 





window displays to show him how he | The Editor’s Angle ................... By Arthur D. Anderson..........---- 22 
} in turn can do a better job in window 
salesmanship. We show the window Cutting Down Exchange Costs.......... Elimination of Needless Expense Items 24 
and define its appeal. Windows from . 
now on must do a bigger job of creat- | 1932 Demands Promotion Pressure ...... Business Will Go to Those Who Fight 
3 a than all other means of store (OG x iaccurvdasveaseeuelesen 28 
publicity. ; | Sh | 29 
eae eon seen cs eee ts ee All Star Promotion for January.......... How to Plan a Novel Shoe Sale...... 
ance weeks for this is a year for sizés | Hitting the High Spots................. In the Hosiery Market.............. 38 
also. A clearance plan presented in 
this issue to prevent the merciless com- | How’s Business? ....................-- As Forecast by U. B. P. Editors....... 40 
| petition of price alone. 
: SIGs NMI oo slaeccsice sees en eddies About People and the Trade......... 48 
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TURN REGENTS 
FROM STOCK 
to retail at 
FIVE TO SIX DOLLARS 


* 





No. 43102—BLACK SATIN 


a, eS 342 to9 
SRR rrr ts rr 2to9 
No. 53104—BLACK FAILLE 

PARA 606. 0.60600 0c0ee 4to8 

EEE ere 3 to 8 


19/8 Louis Heel 
Medium Pointed Toe Last 





No. 17150—BLACK KID 
ABAR 00S... 5.005008 4to9 
B 


16/8 Cuban Louis Heel 
No. 37102—BLACK KID 
"eas, 32 to : 


o 
N 
~ 
oO 


19/8 Louis Heel 
No. 62102—PATENT LEATHER 
A ¢ 


oa 3%2 to9 
_ Bee 2% to9 
AE RTO pera ae 4 to 8 


19/8 Louis Heel 
Medium Pointed Toe Last 








No. 80102—DYEABLE WHITE 
MOIRE 


18/8 Louis Heel White Lining 

| re 32 to 8 

ELIE EIRENE, 3% to 9 
Medium Pointed Toe Last 


* 
ALL PRICED 


$3.25 


Less 5%—ten days 
+ * 
ONE GOOD TURN 
SELLS ANOTHER 








HAND TURNED 
SHOES 


OPTIMATE: 





command the respect of style-eminded women, and 
practical-minded women, too. All women recog- 
nize in hand-turned shoes the light, airy graceful- 
ness which is style. And most women appreciate 
the cool, comfortable, flexibility which can only 
be had in a single-soled shoe. 


Until recently many women have regarded beauti- 
ful turn footwear as a luxury. Now, they are 
amazed to discover that such luxurious footwear 
can be priced as low as five and six dollars. 


And many retailers are equally amazed 
to find that several of our staple 
stock patterns can be sold 
at these prices with a 
generous’ mark- 


up 








No. 77676—BLACK KID AMY 
AAAA to B............ 4to9 
B 


14/8 Wood Cuban Heel 
Medium Pointed Toe Last 
IN-STOCK $3.25 


* 


DODGE 
BLISS & PERRY 


COMPANY, INC. 
NEWBURYPORT, MASS. 
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The VOICE of the TRADE 


The keynote for 


the New Year comes to us out of 
the field of retailing, and if you 
have ever seen “tulip time” in Eve- 
rett, Wash., you will join with us 
in reading and appreciating the 
message from R. W. Manning, 
prominent shoe merchant of that 
charming city famed for its 
Pacific sunsets : 


“SPS 


“Starting now, for 1932 let 
every merchant get his material 
overhead down to the lowest fig- 
ure, apply the golden rule to his 
employees in a just but firm man- 
ner, give his customers every ser- 
vice possible, and the best values 
possible, and in return for such 
value and service, know that he is 
entitled to a legitimate profit, and 
that he will get the necessary price 
asked. 

“Forget volume and remember 
that competitive, promotional sales 
produce nothing but loss to the 
merchant and confusion in the 
minds of the public, destroying all 
standards of value. 

“Buy fewer styles but often and 
have sizes in the things you do 
buy, and last but most important, 
get right in your own hearts—be- 
cause, after all, your attitude to- 
ward every question or condition 
of the day is just what your atti- 
tude is, so far as you are con- 
cerned. 

“So let us all get right with 
ourselves first, have a few ideals 





Boot AND SHOE RECORDER 


and carry them out, play a little 
golf, pay more attention to our 
families, make a few new friends, 
or at least hold those we already 
have, and remember that nothing 
is ever as bad as it seems. This 
program will bring results in 1932 
or any other time.” 
es 


bie M. VanHeusen, 
who left $600,000 to charities and 
a $2,000,000 estate, was known to 
many shoe men. He walked into 
the Boston office of the United 
Shoe Machinery Corp. and sat 
down to his desk to work in his 
usual manner along in 1920. His 
stiff, starched collar chafed his 
neck, and right off he began to 
think of making a soft collar. 
And he kept on thinking until he 
invented the soft collar, and, so 
doing, changed the style in neck- 
bands for men the world over. 

Mr. VanHeusen, on another oc- 
casion, didn’t like the silent tread 
of rubber heels on the shoes of a 
friend. So he invented a rubber 
heel that would squeak when a 

- \ GOTTA DO 


SOMETHING 
ABOUT THIS 






person walked on it. But the 
squeaky tread on the heels was 
not as welcome as the soft band 
on the neck. 

Mr. VanHeusen also invented 
a non-slip garter for men and non- 
slip shoulder straps for lingerie, 
underwear, golf-sticks, nursing 
bottles and a variety of other de- 
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vices. Some paid him nothing; 
others earned him a fortune. He 
died last week in Scarsboro, N. Y., 
at the age of 62. 


* * * 


H. Gordon Selfridge, 
who at one time was a member 
of the firm of Marshall Field & 
Co.—and is now London’s great 
retail merchant—plans to build the 
world’s largest store at a cost of 
$25,000,000. His gesture of con- 
fidence in business is as follows: 
THAT FELLERS 
RETTING 
$25,000, 000 
ON THE 





“We-start work on Monday on 
a project that will take eight years 
for completion. We do this at a 
time when pessimism is in the air. 
Frankly, I see no signs of any 
sunrise just yet. Germany is in a 
bad way. In France they are keep- 
ing the stores open on Sunday to 
try to do some business. In the 
United States they are bluer than 
we are. 

“Now is the time to build for 
the future, for we are all better 
off than we realize. Let us keep 
up the tradition of the merchant 
being more interested in futures 


than in pasts.” 
ke * 


 — Rothschild, 


president of G. Levor & Co., Inc., 
gives us the tanner’s philosophy 
from the hills of Gloversville: 
“Another year has rolled by. 
And a hard year it has been, 












fraught as it was with troubles 
and trials. Next year will be 
brighter. Surely there will be some 
trials to be borne and troubles to 
surmount, but, let us hope, they 
will be child’s play compared with 
the past. 

“Come what has or may, we 
want to take ‘time out’ to greet 
you aside from the usual business ; 
we wish you all that is good for 
you to have and something over 
during the coming year.” 

Oe oe 


2 le Adler, 


in the shortest message of his plat- 
form career, says: 

“I feel that 193Z holds better 
prospects for the reliable, conscien- 
tious and progressive shoe retailer 
who will start the year with both 
feet on the ground and with his 
merchandise marked down on the 
basis of today’s costs and with his 
overhead cut in proportion. 

“The time has passed when the 
retailer could get by selling cheap, 
shoddy merchandise. He is the 


one who must pass out of the pic- 

ture and make room for the live, 

up-to-date merchant who watches 

his market, knows his costs and 

knows how to run his business.”’ 
* * * 





A shoe merchant 


in Kearney, Neb., tells us that 
farmers are making comparisons 
—such as: 25 years ago, when 
wheat was 50c. a bushel, a man 
could buy a good pair of shoes for 
the equivalent of eight bushels. 
Today, when wheat is at 39c. 
a bushel, the shoe of equal value 
is at least $7.50, or about 19 bush- 
els. Hog prices are about $3.50 
when they should be bringing 
$7.00. The farmer’s short dollars 
retard purchasing power. 
* * * 


A. L. Slavens, 
of .Auburndale, Fla.—where the 
sunshine holidays are welcoming 
folks to Florida—starts selling 








EASTER COMES EARLY 


Easter comes March 27th and already 
merchants are planning a business revival 
with that festival as a stimulator of the 
sale of shoes. Precisely 72 working days 
lie between the first of the year and the 
spring sales-peak. Eliminate 13 Saturdays 
in those factories operating on the five-day 
week and shoemaking time is squeezed ac- 
cordingly. Then give the retail dealer three 
good weeks of selling prior to that big date, 
for he must have his shipments with at least 
that margin—and you come to the point of 
our tale—44 days for industry to make 
the spring footwear of a nation. In 
this short span of time the salesman must 
get the order, send it to the factory, mate- 
rials must be assembled, good shoemaking 
done, shipment and delivery—weather not- 
withstanding. One hundred million pairs of 
shoes to satisfy the wants of the American 
public in early spring time. 








Holland shoes just at the turn of 
the year. Al says: 

“Selling shoes is just as exciting 
as baseball if you actually get into 
the game.” Al has been batting in 
the shoe league for a generation 
and emphasizes the fact that shoe 
men everywhere are back in the 
game that they know best. The 
seats in the stock brokers’ bleach- 
ers are passive in comparison with 
the thrill of the game in shoes to- 
day. 

‘2 & 


Marshall B. Cutler, 


advertising manager of J. P. Smith 
Shoe Co., says.in Printers Ink this 
week: “We never ask our dealers 
to buy. We show them how to dis- 
play and sell, and they will insist 
upon buying. If you make a great 
mental effort you'll recall that there 
actually was a time when that in- 
spired query, ‘Need any goods to- 
day,’ was frequently answered in 
the affirmative—with another order 
to the traveler’s credit. 

“But the dealer very definitely 
doesn’t ‘need any goods today’"— 
nor tomorrow, next week or next 
month, according to his story. He 
needs customers; sales; merchan- 
dise going out, money coming in.” 

e. ee 


om S. Hirshler, 
of Hofheimer’s, Inc., Norfolk, 
Va., has found a way of stepping 
his ads across a page so that store 
publicity dominates the page even 
though one-third of the page is 


news. He does it with a streamer 
connecting the four ads. His lat- 
est streamer reads: “What you 
save on these Hofheimer gifts is 
a gift to yourself.” It is a novel 
idea in dominating the page so 
that the message is superimposed 
on the merchandise. 


* * * 














A bit of birch. 


One of the new ideas in leather 
for unlined sport shoes for 1932 
is to add a bit of oil of birch to 
the dressing, so that the leather 
will have an agreeable perfume. 
This idea is not new, for those 
who recall the original Russia calf 
will remember that it smelled of 
birch. 

Says the leather wit: “If you 
can add a scent to the leather, may- 
be we can get a cent more a foot 
for it.” Shoemakers’ children 
were, in the good old days, often 
raised with an occasional applica- 
tion of “strap oil.” 

* * * 


The verb “ski” 


is correctly pronounced “she” and 
in many stores “she sells ski shoes 
for skiing shes.” So let that 
tongue twister start you to think- 
ing about opportunities for winter 
sport footwear, centering around 
the Olympic Winter Games at 
Lake Placid, Feb. 4 to 13, for 
this summerish winter will turn 


snowy soon. 
oi: os 


The Prince of Wales, 
patron of the Travel Association 
of Great Britain, recited a little 
jingle at a meeting of the mem- 
bers: 

“Early to bed and early to rise— 
You'll soon be bust if you don’t 
advertise.” 
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A. W. Bush, 
Nunn, Bush & Weldon Shoe Co., 
Milwaukee, Wis., states: “There is 
one thing certain and that is that 
shoes are being worn out every 
day and the infallible law of sup- 
ply and demand will eventually 
assert itself and people will have 


to buy shoes, 
* * 


Start It with Shoes! 
Here is the story by George B. 
Walker in the New York Evening 
Post on the psychological effect of 
gossip: 

“In the current era of depres- 
sion, when there is a preponder- 
ance of negative conversation and 
the man in the street says, “Busi- 
ness is terrible,’ ‘Don’t mention 


=a 


business to me,’ ‘Is there any?’ 
and so on, it was somewhat re- 
freshing to hear this story, told in 
many places in 1921, come from 
the lips of the chairman of the 
board of one of the country’s larg- 
est corporations : 


“The Overlord of one of the 
few remaining European states 
was awakened too early one 
morning by his valet with the 
information that his shoemaker 
had arrived to fit his new rid- 
ing boots. 

“ ‘Oh, tell him I am not go- 
ing to purchase any more. Tell 
him anything; get rid of him.’ 

“The valet followed direc- 
tions quite literally, and the 
shoemaker returned to his shop, 
where he was visited by his wine 
merchant. 

““T can’t buy,’ he informed 
the wine seller, ‘because I am 
losing my best customer, the 
Overlord, who cannot afford a 
new pair of boots.’ 

“When the wine merchant’s 
wife asked him for money for 
a new dress he flew into a tem- 
per. 

“ ‘What,’ he demanded, ‘new 
clothes for you when the coun- 
try is going to the dogs and no 
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one can buy my choice wines?’ 

“And later at the market 
place when she purchased meat 
for the household, the wine 
merchant’s wife bought the 
cheapest cut of meat and ex- 
plained to the butcher she would 
be able to buy meat only once 
a week because conditions were 
so bad, with the country facing 
bankruptcy. 

“So it ‘continued, a vicious 
cycle of distorted facts, until 
the taxes upon which the Over- 
lord was dependent could not 
be collected. 

“Being a wise Overlord, he 
took his valet into his confi- 
dence one evening in his search 
for the reasons for the poor 
business conditions. 

“*Maybe you started it, sire,’ 
suggested the valet. 

“ JT a 

“Yes, sire; for in getting 
rid of your shoemaker that 
morning, I told him you could 





not afford the boots, and he 
told me he refused to buy any 
more wine from his wine mer- 
chant, and the wine merchant 
would give his wife no money 
for a new dress.’ 

“*Then call in the shoemaker 
and I will order a dozen pairs 
of boots.’ 

“So it was done. The over- 
joyed shoemaker received the 
order and called in the wine 
merchant, from whom he pur- 
chased several liters of fine vin- 
tage. The wine merchant in 
turn gave his wife the money 
for several dresses, and the wife 
bought a fine goose from the 
butcher. 

“The chain was complete 
when the constructive gossip, 
just as distorted in its final de- 
livery as had been the destruc- 
tive talk of a few months be- 
fore; had gone to the further- 
most ends of the state, and pros- 
perity and happiness resulted.” 





































THE NEW SHOE YEAR 
As the Merchant Sees It 


No industry stands as well 
with the public, for a service well rendered—as shoes. 
The public is with us. It hopes for the best in ’32. 
Will it get it? 

We are all standing on the threshold of 1932, peer- 
ing through the newly opened door, straining our 
eyes to see what is ahead. 


Some see only darkness. Some see a dim light. 
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Others see a plainly marked path to follow. Each 
is asking, “What of 1932?” 

In order to answer that problem we asked a widely 
scattered group of thoughtful shoe retailers this 
question : 

What are the outstanding problems which shoe 
retailing must face in 1932, and from what angle 
should they be attacked? 
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Not an easy question to answer! The replies show 
much serious thought and the problems presented are 
listed here in the order of their importance according 
to the opinions of the merchants interviewed. 


. Controlling Expenses. 

. Sufficient Mark Up. 

. Maintaining Quality. 

. Adjusting Price Lines. 

. Better Service and Salesmanship. 
. More Appealing Styles. 

. Better Advertising. 


After these, and running so poorly they do not 
deserve a place on the list, came (8) Regaining Vol- 
ume and (9) Meeting Competition. 

It is highly significant that Controlling Expenses 
and Sufficient Mark Up ran a neck and neck race 
for first place. Throughout all the replies appeared, 
in various forms, The Recorper Theme Thought, 
The Purpose of Business Is Profit. 

It is a fundamental principle that there can be no 
profit unless mark up exceeds expenses. So the year 
1932 will find the majority of shoe merchants buckling 
down to the job of staying in business—let the other 
fellow commit suicide if he wishes. 

At the same time, observe the importance given 
3 and 4, Maintaining Quality and Adjusting Price 
Lines. These are related, yet opposing, problems. 
They can hardly be considered separately. 

We find one after another of the leaders in the 
industry declaring that this fight to get back to a 
profit basis shall not be waged through sacrificing 
quality and crucifying established good will. In fact 
the whole problem of adjusting price lines consists 
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A Nation 
of Shoe Men 
Turns to the 
Shoe Store 
for Progress and 


PROFIT 





of satisfying today’s trading down tendency, yet 
maintaining established standards. It is a problem! 

Some, as we shall see later, gave first place to the 
problem of intelligent salesmanship, skillful fitting 
and good store service. 

Another fact stands out. The once-popular frenzy 
to Maintain Volume at all costs is definitely out of 
the picture for 1932. Its first cousin, Meeting Com- 
petition at all costs, is also through. Today it is 
“Sensible Retailing, looking toward an immediate 
profit and a permanent future.” 

That sums up the situation. The individual opin- 
ions of these merchants are well worth reading and 
so we present here as many as space will allow. 


Will A. Knight, the Knight Shoe Co., Portland, 
Ore. :— 


“Beyond question, Controlling Expenses comes 
first. Rents, selling expenses, insurance, taxes, sala- 
ries drawn by executives, in other words, every item 
of expense must be cut as much as possible.” 


Ben Phelps, Phelps Shoe Co., Shreveport, La.:—. 


“(1) Controlling Expenses, (2) Sufficient Mark 
Up, (3) Adjusting Price Lines. Though I have in- 
dicated ‘More Appealing Styles’ as last in importance, 
I consider style the most important element in foot- 
wear. We do not need more styles, but to buy cor- 
rectly from the styles now offered us. 

“The shoe retailer’s outstanding problems are the. 
concentration of his stock, his selling prices and exx 

[TURN TO PAGE 32, PLEASE] 











Shoes illustrated below, top to bottom: 
(1) White morocco grain leather. The novelty 
saddle carries out the Wales theme. Punched 
vamps with colorful underlays to match the 
saddle are most attractive. The felte and 
rubber sole and medium heel allow these 
types to be featured in the growing girls’ 
department. (2) White glazed kid shoe with 
beige and brown vamp stitching. The saddle 
of beige is contrasted by the brown thong 
stitchings. (3) White quail print over- 
stitched in red and blue contrast. The 
covered heel with rubber top life and wash- 
board corrugated sole puts this shoe in the 
class of cruiser, sports and resort footwear. 
























For Shipboard 


Cruiser Types of Foot- 
wear, So-Called, Assume an 
Increasing Importance for 


Outdoors and Sport Wear 


—- types of footwear designed 
for deck, southern and sport wear are becoming more and more 
important at this season of the year. Many factories style and 
produce patterns of this type which have been refined in con- 
struction to such a degree that the swagger and roughness, 
characteristic of such shoes, disappears in the making. There 
are certain factories that lead in footwear of this character. 

There is an art in constructing this footwear in the nautical 
spirit, which is expressed in every vamp that lays over a 
quarter, every rough looking finished edge or double stitched 
seam, leather thong, lace or stripping detail. Economy also 
plays a part in these shoes and we see a mule type sandal with 
four interchangeable straps.. Red, blue, yellowish, orange and 
green. Each of these straps is fitted with a buckle and they are 
so styled as to complement or match any ensemble that one 
might have in the summer wardrobe. Four complete shoes for 
the price of one is the thought at retail. 

Odd looking clogs and rubber soled awning striped deck 
footwear which are used on the coasts—east, south and west— 
as leisure shoes, are smartly new. Plaided and multicolored 
designs, white fittings and white rubber or composition soles 
are fashioned for southern and resort wear. Some plaids are 
styled with white eyelets and laces which match the sole and 
contrast the fabric. Washboard rubber soles which grip the deck, 


and the felt and rubber composition sole, which can be worn’ 
on slippery rocks and bathing beaches, are in demand. “ The* 
driver’s sole which, because of the corrugations, make possiblé'’ 
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and the South 


By 
MADAME HAMILTON JEFFRIES 


Fashion Editor 
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a steady swing of the golf club, is also becoming popular on 
tramping types. 

There are many calf novelties in the fashion picture this 
season. Rough looking prints and monotone types suitable for 
the unlined sports of golf shoe. These leathers are in grayed 
and mica effects and are important because of the fact that 
beige and medium browns and gray combinations are coming 
into the fashion picture. They are also tanned in blue. 

The late introduction of gray furs for mid-season weather 
will in all probability help the novelty situation. Open throat, 
to the degree of laying the pattern off the instep and featuring 
the lacing with novelty construction and tips, is the carry-on 
of the Style Conference recommendations. 


White morocco, pig and pig grains 
are being bought by coast and southern buyers for active sports. 
With the Martha Washington themes being adopted for gar- 
ment stylings and the Watteau shepherdess type of hats and 
garments coming in for the afternoon wear, we can see fashions 
in two distinct themes, namely tailored and feminine. Tailored, 
boyishly simple togs and clothes promise much popularity for 
holidays and beach wear. 

Tailored suits and tailored sailor hats will be in the vogue 
for street wear, and for afternoon the feminine soft and flow- 
ing types worn with kid or fabric and kid. Therefore, we look 
forward to cruiser and sport types as a most important daytime 
mode for the coming sport season. 
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Shoes illustrated below, top to bottom: (1) 
Coarse tan linen bound in the same tone. 
The multi-colored overlays in brown, green 
and red are laced through with brown novelty 
lace. Again the crepe sole is featured. (2) 
Beach and leisure shoe for resort and summer 
wear. This pattern accomplishes a complete 
tie-in of the foot, yet allows freedom. The 
plantation crepe sole is light and compliments 
the colorful Roman stripe bandings. (3) Com- 
bination of white calf with beige trim and 
lace. The pattern is accomplished with stitch- 
ing and red and blue twisted thongs. Again 
the washboard sole is used for deck and 
cruiser wear, as well as for active sports. 



























SALES PLANS 


Moving Merchandise Out of Shoe Stores 
in Preparation for the Spring Season Is 
the Shoe Merchant’s Major Objective in 
January 














IF you're to make 
5 money in 1932, your 

stocks must be clean 
and as small as possible. 
That means that for this 
coming January Clearance 
you must name prices that 
will move every pair! Cut 
prices till it HURTS! It's 
the only way. 


FIRST business day 
2 of the new year; and 

usually the day after 
a holiday is a dull business 
day. or three good 
specials in the windows 
with cards reading ‘‘New 
Year Specials’’ will prob- 
ably help the day’s sales. 





order for Winter busi- 

ness. Go‘ through 
stocks thoroughly to find 
all overstocks and odds 
and ends in preparation 
for your January Sale, 
which ought to begin next 
Saturday. It must be a 
REAL Clearance! 


4 GET your store in 





PREPARE a page for 

Friday’s paper, an- 

nouncing your _ sale! 
Make it SENSATIONAL! 
Get it to the paper today, 
so it can be put in type in 
time to run off some ad- 
vance reprints to use as 
circulars. Distribute them 
tomorrow. 


store ready for the 

sale today. Make 
your windows real _ sale 
windows, 
bold price cards and dis- 
play cards. Use tables for 
your sale shoes. Put up 
plenty of sale posters and 
pennants. 


7 GET windows and 


with plenty of, 


PUT big cards in your 
& sale windows today 

reading, ‘‘Sale Begins 
Tomorrow. Teday IS 
COURTESY DAY. Come 
in, ahead of the Crowd and 
Buy at Sale Prices!’’ Make 
all final preparations today 
for the real sale which be- 
gins tomorrow. 





HAVE plenty of help 

for today, and spend 

the entire day in sell- 
ing. Watch the trend of 
popular demand. You 
ought to be able to sense 
from today’s sales whether 
the prices you have named 
will thoroughly clean out 
stocks. 


card and send it to 

your entire list to- 
day, saying ‘‘Our January 
Sale Ends Saturday! Low- 
est Prices in Many Years! 
Now’s the Time to Outfit 
the Entire Family with 
Good, Serviceable Winter 
Footwear!”’ 


13 GET out a mailing 














FRESHEN up your 
11 sale windows today. 

Move up to the front 
the items that you want 
to give emphasis to in 
order to assure complete 
clearance. Mark down any 


sale items that didn’t 
“take” with Saturday’s 
crowds. Get rid of ‘em! 


church organizations 

always bring quite 
a few people into any store 
that can spare the space. 
Why not offer local church 
organizations the use of a 
corner of your store on 
Saturdays for their sales? 


12 BAKERY sales. by 








stocks again today 

and make sure you 
you have not overlooked 
any items that ought to be 
cleaned out. This applies 
to Hosiery as well as 
Footwear. Arrange a 


14 GO through your 


table of odds and ends at 
$1 for a special feature. 





«= SEND a big ad to 
1 > ) the newspapers for 
tonight, announcing 
that ‘‘Sale Ends Saturday.”’ 
Get some copies of this ad 
run off and hire boys to 
place them in all cars 
parked in the business sec- 
tion this afternoon and to- 
morrow. 





day, why not have a 

coffee urn going, and 
serve piping hot coffee and 
wafers to customers. It’s 
an unusual thing to do and 
it will appeal to many peo- 
ple and make them talk 
about your store for days 
and days. 


1 IF today is a cold 











Make Your January Sale a Real 
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FOR JANUARY 


Planned Promotion and Steady Pressure 
Will Help Shoe Stores to Increase Sales 
and Conserve Profits While Reducing 


Winter Stocks 


vw Vv 


























dence of your sale 

before the store opens 
today. Nothing marks a 
store as being asleep so 
much as the presence of 
old out-of-date posters and 
price cards. Arrange dis- 
plays to make the store 
more interesting. 


1 REMOVE every evi- 


WHY not advertise 
19 *50c For Old Shoes 

on the Purchase of 
Any Pair of Shoes in the 
Store. We’ll Fix Up Every 
Old Pair of Shoes Thus Re- 
ceived and Give Them to 
Charity!”’ Many _ shoe 
stores have put this over 
with a bang! 


HAVE any of your 
20 new styles for early 


Spring arrived? 


If 


so, pop them into the win- 


dow 


immediately with a 


suitable card. And a letter 
to your trade announcing 
that NEW styles are com- 
ing in will interest many 





day to day record of 

your sales, advertis- 
ing and store activities? 
Do it! It will be invaluable 
next year. And be sure to 
record anything unusual 
your competitor does. 
Next year you can antici- 
pate them. 


2 ARE you keeping a 


have given emphasis 

to children’s  foot- 
wear? A good ad tonight 
on your children’s lines, 
backed up with an interest- 
ing window, will help Sat- 
urday business. Have free 
balloons or some other nov- 
elty for a feature. 


2 HOW long since you 


ing selling on chil- 

drens shoes. today 
you should have several 
good Saturday specials in 
men’s and women’s foot- 
wear. In fact, no Saturday 
should roll around without 
some REAL bargains being 
offered. 


2 IN addition to forc- 








CHANGE your win- 
2 5 dows today. Make 

them look ‘‘differ- 
ent.’”” One thing that will 
mark the aggressive, hard- 
hitting store in 1932 is an 
aggressive window cam- 
aign that calls for fre- 
quent changes and original. 
interesting displays. 


to be making some 

intensive plans for 
Spring. What lines are you 
going to, concentrate on? 
When are you going to be- 
gin your drive for Spring 
business? Make a note now 
that Easter this year comes 
March 27th. 


2 IT IS none too soon 





GET your 1932 ad- 
27 vertising out of the 

old rut. Make it 
different. Is your present 
cut service satisfactory? 
Are you watching the shoe 
advertising of leading 
stores in other cities near 
you? Start a file of good 
ads you see. 


ARE you sell 
28 enough findings 
appliances? 


ing 
and 


Perhaps 


you don’t TRY hard enough 


to sell them. 


Many stores 


do a good business on these 


little items. Instruct 


ev- 


eryone to mention them to 


every customer that 
serve. 


they 





Saturday sell- 

ing should feature 
any new styles that you 
have in stock. You might, 
for a “leader,” offer “ 
Pair of $1 Silk Hose for 
49c Saturday With Every 
Pair of Shoes Purchased 
Here at the Regular Price.” 


2 TONIGHT’S ad for 











WHETHER you use 
30 the hosiery special 

idea, or some other 
leaders, be sure you have 
a special offer of some kind 
today. And play up your 
Saturday leader in your 


windows together with the 
regular price numbers fea- 
tured in your ad. 




















1932 
Will Reward 
Planners 


and 
Workers 
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By HARRY R. TERHUNE, Field Editor 
















Krupp and Tuffley 


in Houston, Tex., have this Fall discontinued their 
month-end sales, a policy of many years’ standing. 
In its place they have established what they call the 
“85” Section. 

In this section they have grouped all their odds and 
ends and short lines at just two prices, $6.85 and 
$8.85. 

L. F. Tuffley says: ‘We are broadcasting the 
information that our month-end sales have been dis- 
continued, and have met with quite some success in 
popularizing the name of our new section, ‘Krupp 
and Tuffley’s “85” Section.’ We stress the fact that 
our customers can buy our broken lines there at $6.85 
and $8.85 at all times. 

“First we sent a postal card to our eighteen thou- 
sand ledger accounts, we used an enclosure in our 
monthly statements, we ran newspaper ads and have 
shown the shoes in a special window.” 





*x* * * 


uy ; 
our Correct Size Is Important 
in Riding Boots” is a sign used to good advantage by 
McCreery & Co., Pittsburgh. In commenting on the 
riding boot business Buyer G. C. Murphy said: 








OTHER 
>» » PEOPLE'S 
IDEAS 


“More boots are sold when they are featured, and 
we feature them strongly in displays with riding out- 
fits and when there is a show in our vicinity. Women 
will buy boots in preference to the Jodhpurs shoes ; 
also they will buy 90 per cent tan boots. 

“A small stock is turned easily and more often. In 
season we carry a pair of a size each in A, B and C 
widths, totaling about 24 pairs. Crops, jacks and 
boot hooks are the accessories carried in the shoe de- 
partment, while all other equipment such as breeches, 
etc., are carried in the sports shop, which adjoins the 
shoe department.” 





* * * 





A liberal P.M. system 


is a mighty good way of keeping the men happy as 
well as keeping the stock clean, states Ellis Arndt 
out of his years of experience in operating shoe stores 
in New York City. Salesmen themselves had rather 
make more P.M.’s than receive an increase in their 
base salary. A man who knocks out $40.00 or $50.00 
extra a week in P.M.s sticks his chest way out, as he 
feels he has accomplished something worth while. He 
also has something to look forward to, as he has made 
this money through his own personal endeavors, and 
there is a lot of satisfaction in that. 
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Md N 
o need to worry about 
current problems if mills were running and payrolls 
full. I have an idea that millions will be spent on im- 
portant advertising trying to make business from a 
public who haven’t much to spend,” says R. W. Man- 
ning, Everett, Wash. 

“Many merchants are continuing to use mailing lists 
of which 60 per cent have suddenly lost their buying 
power and couldn’t buy shoes at $1.00 a pair, until 
they positively had to have them. 

“High pressure advertising and promotional sales 
by department stores to ‘get the volume’ is the curse 
of many a poor buyer or department head, and a curse 
to the retail shoe business. Volume without profit, the 
head office must be able to say: ‘Our sales increased 
over the same month last year; it doesn’t make any 
difference how you get it,’ is the cry. 

“I believe that pople are going to become so dis- 
gusted with cheap footwear made to meet a price de- 
mand and poor fitting along with it that the first time 
they get $10.00 in their possession they are going out 
to find some comfort and satisfaction in footwear—if 
they can find any stores left who sell such a service. 

“Our whole idea of future business is built upon 
that idea. Let prices fall where they may, why get 
into price competition. Someone can always undersell 


anyone.” 
a 


a s Brownbilt Shoe Store 


of Waco, Tex., used a unique way of going after the 
business of college and high school students. They 
arranged for a display at the college on a day that 
was convenient to all of the students, and the entire 
line of young men’s shoes was displayed in a place 
that was easily accessible to all of them. 

A capable and interesting college man was in charge. 
Each student was asked to make a first and second 
choice which were noted on a card. Each card was 
then signed by the student and turned in. Later these 
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names were used for a drawing in which the winner 
was given a pair of shoes. 

Many interesting features were brought to light by 
friendly arguments among fellows while they were 
looking at the shoes. Mr. Conner says he was guided 
in buying three or four patterns he had not intended 
to buy and sold all of them, reordering several times 
to keep sizes on hand. 

A very marked and profitable increase in young 
men’s business resulted almost immediately. Better 
than immediate results, however, has been the steadily 
increasing list of men from the college who are find- 
ing it convenient and entirely satisfactory to buy at 
Conner’s. Also it will prove tremendously valuable , 
style information by which you can be guided in buy- 
ing. This same plan would undoubtedly be just as 
effective for girls. 


* * * ; 


Md 
The business of shining, 


cleaning and dyeing shoes has graduated from the 
hit-and-miss proposition it was a few years ago,” said 
J. Mahoney, who operates a “shoe service station” in 
Philadelphia. 

Continuing, Mr. Mahoney said: “No longer can 
anyone buy a couple of brushes and a few bottles of 
polish and set himself up in business. The shoes of 
today are of many leathers and finishes and so have 
made this business of ours a specialized one. 

“In order to conduct an establishment of this kind, 
one has to take off the white collar and go to work for 
a while—shine shoes, clean them, dye them—get the 
actual experience through menial labor in order to 
thoroughly understand the work. I do not know of 
a book from which one can learn this business. 

“Depression? Bad business? Not for us. We are 
busy and intend to keep busy.” 

Mr. Mahoney explains that not all shoes sent in to 
be cleaned can have the spots and stains removed. At 
a glance he can tell whether or not a certain mark can 
be erased. This requires expert knowledge. 
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Profitize Your Business In ‘32 


business in °31 were planted 

seeds of certain hearty trends 
which should sprout in 1932. Indi- 
vidual and collective planning, plus 
intense application to the problems 
that deflation has brought, have laid 
the foundation for the coming year.” 

This sentence precedes the report 
made by 135 editors of business 
papers, to be released by newspapers 
the country over on January 4th. A 
thorough study of the business out- 
look in 135 industries, has developed 
one paramount key thought. It is 
best expressed in the slogan for busi- 
ness originated by Everit B. Terhune 
—*Profitize Your Business in ’32.” 
We hope to explain on this page the 
true significance of the phrase: 
“Profitize your business in ’32.” 
In brief it is: “To profitize, ac- 
cording to the Recorder word 
coinage, is to put your business 
on a profit-making basis. This 
is the immediate objective of 
every thinking person in our 
industry. Go-To-It.” 

This thought is not alone with the 
shoe industry. It permeates thinking 
of every industry in America. 
Through all the reports of the indi- 
vidual editors, there ran the warning 
that business had gone too far in its 
attempts to meet conditions, through 
debasement of product and ruthless 
price-cutting and that during the 
next year it has to get back to a basis 
whereby a fair profit can be secured 
for a fair product or service. In no 
other way, the editors feel, can pros- 
perity be restored to capital, labor 
and the consuming public. Already 
the editors note a swing away from 
sub-standard goods made to sell at 
sub-low prices. The editors found 
out that most of the industries in 
America have their house in order 
so that business progress can be made 


"| N the stony soil of American 





in 1932 if the banking and the inter- 
national situation is solved so that 
major fears are swept away. 

Significant, therefore, is the Re- 
CORDER slogan—‘Profitize your busi- 
ness in ’32.” How should one go 
about profitizing a business? The 
process of profitizing is to see to it 
that every effort made by every 
worker in every business is directed 
toward a profit. In the store, this 
means less waste effort and more use- 
ful thought and effort. 

The bundle boy should so conduct 
his job as to eliminate waste motion 
and wastage of any sort in time, ma- 
terials and purpose. While in the 
store, in business hours, his work 
should be on the positive side rather 
than the negative. 

Every salesman or woman on the 
floor knows the difference between 
active and passive salesmanship and 
if the business is to be_ profitized, 
individual responsibility rests on 
every sales person to do his or her 
best. This in no sense means high- 
pressure salesmanship or a tenseness 
for the sale that departs from good, 
common sense of salesmanship. It 
isn’t possible to sell every customer 
but it is possible to service every 
customer with courtesy and consider- 
ation. 





Every action of every 
person in every busi- 
ness needs to be profit- 
ized—to the end that 
less waste and more 
useful effort will re- 


sult in 1932. 





The executives of business owe it 
to themselves in ’32 to be executives 
in fact and not in fiction. If it is the 
function of the executive to buy and 
merchandise, then he should plan his 
method of selling and the capacity of 
his store to sell the budgeted number 
of pairs. His interest in the shoes 
should continue positive until their 
ultimate sale. The alibi has no place 
in a business that is profitized. 

A common illustration that may 
paint the picture is “when you simon- 
ize a car, you cover it complete with 
a new coat—lustrous to the eye and 
safeguarded against the elements of 
rust and decay.” When you profitize 
a business, you cover it with elements 
of useful effort and you see to it that 
every action leads to successful appli- 
cation and operation. It is this 
broader meaning that we give to the 
word “profit” for to “ize” a thing 
is to put work and effort behind it. 
With every one, in every business, 
interested in the ultimate profit of 
that business, then indeed the seeds 
of certainty are planted for a possible 
harvest in 1932. 

Come what may, a business that 
proceeds with speed and certainty 
has a chance against the field. Busi- 
nesses that drift and let well-enough 
alone and that have fears and pho- 
bias, will fail in ’32. Businesses that 
have faith in themselves will succeed. 
To profitize is to make sure that red 
ink does not result. 

A profit comes because of indi- 
vidual effort of every living indi- 
vidual in every living business. Such 
living businesses will have standards 
and ideals and will become imbued 
with the crusade—“Profitize your 
business in ’32,” for it is only by so 
doing that business can hold its own 
and make some small measure of 
progress. 
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Hold Everything! 










































































FLASH 


Undercover operator reports rumor seem- 
ingly based on fact that Walter Booth men 
hit highway with New Line first week Jan- 
uary. Strictly confidential info says strong- 
est showing of Shoes in history. Look for 
big variety Sports. No denials that line is 
a wow to retail at 3.50, 4.00 and 5.00. Full 
grain calf featured at 4.00 and 5.00. Long 
profit for dealer. Suggest news be sup- 
pressed to all except readers of this publi- 
cation. Fear excitement announcement 
will cause. For cases of extreme suppressed 
desire permit limited number dealers to use 
this coupon qwertyu.. iop. 


(Editors note; Operator forcibly prevented from 
sending further information. Nothing left to do 
now but use coupon .. .. your own risk.) 


@ 
WALTER BOOTH SHOE COMPANY = 


























MILWAUKEE Dept. 1 WISCONSIN 




















Can’t help it Walter! Just heard news of your New 
A Line and won’t be able to sleep a wink till I see it. 
ho 10 Send your man right away. 

° me e ‘ 

° et $ ao* Name 

por 

Address 
City 
State 
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Cutting Down Exchange Costs 


Elimination of Needless Expense the Merchant's 
Big Problem in 1932—Exchanges Head the List 


4 


One of the pet subjects of 


David Gorman, who manages one of the Wise shoe 
stores in New York City, is “How to eliminate un- 
necessary expense.” And exchanges come right at 
the head of the list, when the eliminator gets to 
work. 

Gorman has this to say on the subject: “If we 
have 20 men on the floor and each man makes three 
exchanges a day, it means that we must carry an 
extra man just to take care of the daily returns. It 
means more work for all concerned in the store, too. 
Returned shoes seldom came back with the fresh new 
shoe appearance that a customer demands when pur- 
chasing shoes. This in turn means a stock that is 
depreciating faster than it should. All expense that 
may be avoided to a certain degree.” 

In an effort to stop so many exchanges, Gorman 
had at first a hand ruled sheet on the cashier’s desk 
which showed the store’s sales activities hour by hour. 
The management thought so well of this that the 


Vv 


Vv 


improved printed sheet shown here was made up for 
all stores. 

One sheet is kept for each salesman. On it his 
hourly activities are recorded; the number of sales 
during the hour in shoes, slippers, rubbers, findings, 
dyeing, shoe repairs, hose repairs, misc., multiple 
sales, hosiery, hand bags, buckles and exchanges. A 
column for P.M.’s allows this sheet to be used as the 
basis for the pay roll as well. It is a simple matter 
to total the sales daily, then to multiply the columns 
by the commission paid on each group. 

This production record is of great importance in 
that a manager may note the results of his organiza- 
tion hour by hour. It is much simpler to rectify an 
adverse condition at the moment it occurs than to 
wait until the end of the day, week or month. Since 
using these sheets, the production has materially in- 
creased and the returns have shown a substantial 


decrease. 











GRAND TOTAL #1 4 #1A 





SHOES SLIPPERS ovaine 


RUBBERS 


FORM 39-30M-10-31 





GRAND TOTAL #1 


GRAND TOTAL #1A 








Record sheet devised by David Gorman of the Wise Shoe stores, New York, to facilitate control of the problem of merchandise exchanges. 
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ou will find, in St. Louis, not only all the 
i ia styles and popular novelties, but a con- 
centration of advantages which are not character- 
istic of any other shoe market. 








Here you see exemplified Style-at-a-Price—in dis- 
tinctive shoes that sell.—They sell, because they 
completely blanket the 90% price-range of pop- 
ular demand; and because they represent unmis- 
takable value. But their real distinction is a wear- 
value which goes far beyond mere eye-value, 
because it means built-in, enduring style — and 
this, in turn, a satisfied customer who will come 
to your store again. 





St. Louis shoes have always been notably, and first 
of all, good shoes. Their makers have never com- 
promised with quality in materials or making. 
Thus they are sold in practically every city and 
town as the outstanding combination of three 
great selling factors,—style, quality and value. 
. .. If you do not now 
handle them it might pay 
you to investigate this 


- better buying source. + ++ 
; The St. Louis Chamber 
i; 4 | of Commerce, and the In- 
' dustrial Club of St. Louis. 
gy Ligy, 


WORLD'S GREATEST SHOE MARKET 
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SOLE eee 
Or the NEW 


UNLINED SHOE? 














This unlined shoe which is sweeping into popularity 
might well have been designed by the makers of Celu- 
lite Soles, so closely do its qualities parallel those of this 
most modern sole. 


For instance—this new shoe is 


LIGHTER IN LOOKS ..... and so is CELULITE 
LIGHTER IN WEIGHT ..... and so is CELULITE 
UNUSUALLY FLEXIBLE .. . and so is CELULITE 
COOLER BY FAR......... and so is CELULITE 


SUPER-COMFORTABLE. ...and so is CELULITE 


The answer is obvious. Since Celulite is the only sole 
with this unique combination of qualities it must be the 
ideal sole for the vogue of unlined oxfords and sandals. 






You have but to see the combination to know the truth. 





* * * 
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AND IN ADDITION 


to the qualities checked on the left page which prove 
Celulite the perfect sole for unlined shoes, Celulite works 
like leather, can be trimmed to a light, airy edge without 
sacrifice of wearing qualities, and is not sold at a premium. 
It can be successfully used on all grades of footwear. 


If you have not already seen Celulite on samples of the 
new unlined shoes, ask your manufacturer to show you 
this perfect combination. 


RUBBER CO, 


NORTH QUINCY, MASS. 
ESTABLISHED 1837 
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1932 Demands Promotion Pressure 


Business Will Go to Those Who Fight for It 


with Energetic, Intelligently Planned Publicity — 





Vv 


Veites got to get attention before 
you get action! Interest before inspection! Crowds 
before cash! The public has been “priced” to the 
point where the same old, tame January clearance 
must give way to an exploitation plan that will 
make your advertising stand out above and beyond the 
January bombardment of bargains and barrage of 
superlatives (mostly duds). 

This All-Star Shoe Sale is a well-rounded promo- 
tion plan, giving a complete tie-up from the first 
teaser ad to the final follow-up. Continuity and color 
will impress the store and the event on the minds of 
the public. It’s different—interesting, intriguing, in- 
formative, inviting. It plays up VALUE, QUAL- 
ITY, STYLE, SERVICE. It will make people feel 
they’re getting something for their money. 

It requires no special drawings—the stars are 
available in every composing room. Every sign 
painter and card writer can make stars. The cost of 
putting on the event is not great, but it does require 
a little work and planning ahead. And it can be de- 
veloped to please the smartest shop. 

1—Teaser ads. These curiosity creators appear 
ahead of the big announcement 
daily for several days. Some of 
them can be printed on 9 x 11 
inch cards, to tack up all around 
town. Star rockets could be sent 
up each evening, about the time 
people are going home. Prizes 


How to Plan a January Sale 


Vv 


WHERE SALES 
FALL DOWN 


Watch these points in prepar- 





vW 


tesy days’”—for two days before announcing the sale, 
in the papers, to the general public. 

3—First Announcement. This star border and 
style of layout can be used throughout the sale. Good 
descriptions of the various groups of shoes should be 
given. 

4—Window and Interior Display. A big star of 
wall board painted clear blue with white lettering “All- 
Star Shoe Sale” will stand out in the window. Several 
should be used in the store, also. A border of blue 
stars from the stationery store can go around the 
window glass. Arrange shoes in groups on sloping 
wall-board panels, with shoes set on stars, in the 
window. Have odds and ends prominently displayed 
on tables or racks in the store. 

5—Package Enclosure. This little folder is VALU- 
ABLE. In the package it goes home with the cus- 
tomer to encourage further purchases by members of 
the family. 

6—Show Cards, Tickets. Having the sale name 
lettered or printed in blue on white card, with a 
border of stars, will give an effective tie-up. A single 
star, medium size blue, can be pasted on white price 
tickets, when used for individual 
pairs of shoes. 

On opposite page are sketches, 
and suggestions for these various 
features. They are all easy to 
follow, inexpensive to use and 
striking enough to compel atten- 
tion. People want something dif- 














could be given to children who 
watch the sale ads and give the 
correct number of stars appear- 
ing in them. 

2—Customer card. This mes- 
sage on a Government postcard 
(printed in blue) tells customers 
to watch for the newspaper an- 
nouncement. It should arrive the 
day the ad appears. Some may 
want to send advance reprints 
of the announcement to custom- 
ers, with an invitation to “cour- 
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ing your sale campaign: 


Careless ad layouts. 

Too many superlatives in copy. 
Lack of “reason why” in copy. 
Lack of good merchandise de- 
scriptions. 

% reductions instead of prices 
—(people don’t figure much). 
Weak follow-up ideas. 

Sale extended too long. 

Poor window displays. 

Equal reductions on good and 
bad styles. 
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ferent. The All-Star Shoe Sale 
is different from the ordinary 
clearance. It will stand out. Use 
it—completely. Put it over with 
100 per cent enthusiasm, and 
you'll find it will bring more 
business than the casual clear- 
ance! . 

Conditions in 1932 call for in- 
tensive sales energy all along the 
line. Profits will reward mer- 
chants who seek them aggressively. 








All Star Promotion for January 


It Covers Every Angle of a Successful Clearance 





Teaser Ads 


These single column teaser ads 
should appear daily for several 
days ahead of the sale announce- 


x 
Watch 
for your 
lucky star 
(day and 

date) 


ings: 

You'll thank your lucky stars! 

Stars appear! Depression clouds 
clear! 

Watch for your lucky star! 

Watch the stars and save dol- 
lars! 

My stars! This IS good news! 











First Announcement Ad 


The distinctive star border attracts attention—the layout 
is simple, easy to read. It is adaptable to large or small space, 
and serves for the follow-up ads very well. As introductory 


copy, we suggest: 

At nine o’clock sharp tomorrow morning, we launch the greatest 
sale of shoes we have ever held, with the most spectacular array ot 
shoe values we have ever presented. Every star marks an extraoridinary 
saving! Such a combination of quality and style in footwear at almost 
unbelievably low prices should interest everyone who wears shoes. 
The (store name) guarantee of supreme value and perfect: fitting is 
back of every pair. When you can buy good shoes at such low prices, 
you simply cannot afford to miss the opportunity. Tomorrow morning. 
at nine o’clock sharp! Be here! 

Good descriptions of every group of shoes should be given. This is 
important. Low prices alone are not enough. 





L///, 


Vz y= 7) = 
OEY CLE 
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Package Enclosure 


On the cover, “THANK YOU! We 
expect the shoes you have just bought 
to serve you will, even though they are 
sale-priced. We will appreciate your 
telling your family and friends on the 
wonderful savings on good shoes during 
our ALL-STAR SHOE SALE—and we 
believe they will, too!” On the other 
pages, a brief review of the sale values 
for men, women and children. 


Show-Cards, Tickets 


Complete the tie-up in your All-Star 
Shoe Sales Campaign by using the stars 
on show cards and price tickets (blue on 
white). Emphasizing this motif in every 
possible way impresses the sale upon the 
public just that much stronger. Use 
every feature, if you want a good strong 
sale. 





Stars ( Day 
and Date) 
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Customer Card 


Dear Friend: 





ment—here are suggested word- . 


The lucky stars fore- 
tell an event of splen- 
did importance to you 
and your family—our 
ALL-STAR Shoe Sale, 
which will be an- 
nounced in the paper 
(day and date). Sav- 
ings truly remarkable 
are featured for this, 
the greatest clearance 
we have ever held. 
Watch for the an- 











nouncement! 
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ALL-STAR SHOE SALE! 
* . x 


-3.85—-465—-235— 585—-4115-— 


Women’s Shoes | Women's Shoes | Womens Shoes | Women's Shoes | Women's Shoes 


Tete | OL | BAF 


—3.65—-185—-135—-2.25- 


Girls Shoes | ChildrensShoes | Baby Shoes | Childrens Shoes 






























































—3.65—-6.95——5.65- 


Men's Shoes | Mens Shoes | Men's Shoes 
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cot bax 
RECORDER SHOE STORE 





Window and Interior Display, 


The big star cut from compoboard, painted blue, with white wording, 
will be very effective against a neutral background—possibly white 
compoboard with blue stars scattered about the surface. 

The window glass is framed in blue stars. Groups of shoes can be 
shown in front of white panels with blue star borders. Be sure the 
store interior is dressed up also; and odd lots of shoes are displayed on 
racks or tables to give real bargain hunters a chance. Interior decora- 
tions at sale time serves to uphold interest, and stimulate purchases. 








SAIL... .. 
darn you 


.... SMILE 


these little men seem to say—but, despite their 
amusing antics they have successfully carried a 
serious message to Recorder readers. 





This interesting series of advertisements, appearing 
regularly in the Recorder, has informed thousands 
of merchants that Hill Bros. Co.—the Four Hills of 
Hudson—are seriously engaged in making fine men’s 
shoes to retail at five dollars. 


And, as Mr. George Hill states in his letter on the 
opposite page, this advertising has led them to a host 
of splendid accounts. Many a merchant prospector 
has looked to the Hills—and profited. 


This example of successful Recorder use is further 
evidence that the pages of the Recorder offer a most 
effective and economical vehicle for carrying the 
message of the manufacturer to his customers and 
prospective customers. 


BOOT AND SHOE 


RECORDER 
NEW YORK 
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The New Shoe Year 


[CONTINUED FROM PAGE 15] 


penses, the elimination of mark downs, and the pro- 
motion of his firm.” 


Seaton Alexander, Alexander & Co., Wheeling, 


“Too many makers and dealers have gone broke 
making ‘dream’ shoes. They have overlooked the 
features that are essential if the ‘appeal’ of the shoe 
is to continue throughout its life and bring the cus- 
tomer back to the same dealer when she wants another 
pair.” 


Henry F. Hageman, The Fred Hageman & Sons 
Co., Dayton, Ohio:— 

“To build this service foundation one must have 
lasts to fit the different types of feet, thin feet, broad 
feet, short thick feet. Every shoe dealer should have 
three or four lasts that he knows as well as he knows 
his name. 

“He should stick to those lasts once he finds them 
satisfactory. The human foot seems to model itself 
to a certain last if that last has been worn two or 
three times, and our biggest mistake is in giving up a 
good last for one that we think will appeal to the eye.” 


& a Hallack, The Geo. Innes Co., Wichita, 
an.:— 


“The one thing retail shoe dealers must do in 1932 
is to make better net profits on their present volume. 
I think that the majority of merchants, especially de- 
partment stores, went at the whole thing backwards 
in 1931. 

“So many of them engaged in the wildest kind of 
scramble after volume. They would forgive them- 
selves any kind of merchandising folly if only they 
made their days, their weeks and their months. They 
worshipped the god of Beat-Last-Year.” 

“But no matter how smart he is at fashions,. no 
matter how clever his promotions, he cannot get away 
from the fact that the unit of sale is off in every 
store in the country. 

“Nor do conditions warrant his attempting to force 
the number of sales to such an extent that his dollar 
total will equal last year’s figures. If he does, he 
has cheated somewhere along the line, in overstating 
his values or in skimping his quality. 

“In 1932 we must have absolutely fashion-right 
shoes. 

“Our motto is: Fashions in the present vogue, 
quality at established standards, price lines at present 
demand, profits on present volume.” 


82 


L. F. Tuffly, Krupp & Tuffly, Houston, Tex. :— 


“We hold the opinion that 1932 will be a year in 
which improvement must necessarily be slow, but we 
firmly believe that stores such as the type of ours, 
which have held their customers’ good will, and who 
have maintained their standard of quality, will be the 
first ones to show improvement. It isn’t unusual for 
us to be told now by old-time customers, that they 
have tried to economize on their shoe purchases, but 
that they are now tired of wearing cheap shoes and 
that we may look for a return of their patronage next 
year. We feel that those stores that have sacrificed 
quality for price may have managed to salvage a little 
more in sales during 1931, but they will find them- 
selves in an unenviable position next year. Along with 
others we have suffered this year, but we are of 
strong opinion that the worst is far behind us, and 
that we may look for a gradual return of good times.” 


W. C. Pharaoh, E. E. Atkinson & Co., Minneap- 
olis, Minn. :— 

“The past season seems to have developed into a 
‘survival of the quickest,’ but I do feel that especially 
in this section of the country the retail stocks are 
probably in the best condition that they have been 
in years, and those who have the courage of their 
convictions to the extent of purchasing a sufficient 
amount of merchandise to fill the needs of the cus- 
tomers whom they may reasonably expect in their 
store, instead of losing a great many sales through 
lack of sizes or basic styles, should be able to do a 
nice business during the spring and summer seasons.” 


Charles H. Runyon, Daniels and Fisher Stores 
Co., Denver, Colo. :— 


“The public are not seeking cheaply made shoes, 
but well fitting, well made shoes at reasonable prices. 
Our better factories are now making them, and our 
better merchants selling them. We will always have 
the price manufacturer and the price merchant with 
us. 

“We believe 1932 will be a bigger year for our 
industry if we follow the slogan—‘More Quality for 
the Price.’ ” 


W. A. Harris, Washer Brothers, Fort Worth, 
Tex. :— 


“We firmly believe that our clientele will continue 
to insist on good grade merchandise. That is, within 
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If your pattern maker cannot 
supply you with Coordinated 
Patterns, send your 4B mod- 
els to us and we will have them 
made for you. 


dy ay ha fo, ha hr, 


COORDINATED 
LASTS and PATTERNS 


Keep Them Fit 


With Shoes that FIT 


“Improper Fitting the Biggest Factor in Failure of Shoe 
Stores to Hold Patrons.” This important, yet often over- 
looked fact was very clearly brought out in a recent 
Boot and Shoe Recorder article entitled “Why Customers 
Leave Home”. A “Lost Customer” survey of the charge 
accounts of one store showed 28.8% of the nine reasons 
given for customer dissatisfaction were ill-fitting shoes. 


Better fitting shoes are now possible through the Coor- 
dinated Last and Pattern system because the variance 
that occurs on the smaller and larger sizes is overcome. 
The shoes are made over lasts of proportional measure- 
ments and are fitted not merely to 4B or model feet but 
to feet that measure from 2 to 8. Large and small shoes, 
therefore, fit quite as perfectly at the heel, throat and 
along the sides as the model 4B size. Shoes that fit 
well retain their original style lines considerably longer. 


UNITED LAST COMPANY ¢ BOSTON ¢ MASS. 
SE a a LD EE SE TENT TE AES 
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the same grade and quality.as heretofore worn, but 
they will expect this merchandise to be purchased for 
less money. Some customers, of course, have the 
opinion that shoe reductions should be much greater 
than they really are. 

“We are planning our campaign on shoe retailing 
from $7.50 to $14.50 where, in 1929, were $10.50 to 
$19.50. Our purchases to date, however, have been 
less than a year ago, indicating that there is a possi- 
bility of having a little less volume, but at the same 
time we will sell merchandise with merit and when 
this price mania is all over, we feel that in this way 
we will occupy a higher plane in this community. 

“It is also our opinion that each shoe retailer has 
a certain problem to confront with that probably does 
not exist even with the merchant across the street, 
and these problems should be studied and analyzed and 


these plans are made have the ability to see far enough 
into the season and not become frightened too.early 
and sacrifice merchandise at prices that will leave the 
buying public to believe that shoe prices are much 
lower than they legitimately are.” 


H. G. Solomon, Ernst Kern Co., Detroit, 
4 Mich. :—~ 


_ “The shoe men have no one to blame but them- 
selves if their business is not up to the standard in 
1931. If they are not more careful in 1932 they will 
find themselves in the same rut as the dress men. 
The main obstacle regarding the shoe business is con- 
*‘tinual price slashing. The retailer must forget quality. 
The buying public has been thrown into a chaotic 
condition, not knowing from day to day what the 
price will be on shoes that they had at one time be- 
come accustomed to paying a specific amount for. 

“I suggest that the retailers carry less price lines 
and more complete stocks. Staples are the backbone 
of any business. I would rather have a salesperson 
spend one-half hour fitting a staple shoe than ten 
minutes on a novelty. 

“The manufacturers and the retailers should get 
closer together and help each other in their problems. 
Our shoe business has been better in 1931 than in 
1930, and I predict even a more successful year in 


1932.” 


on 
et? 


Horace Henry, Burden, Smith & Company, 
Macon, Ga. :— 


“The coming year of 1932 will require more 
thought and work than any year of the 24 years I 
have been in the shoe business. 

“T plan to carry three price lines, high, medium and 
low. Eighty-five per cent of my purchases will be 
from three manufacturers and I shall decide on these 
manufacturers from what my records of sales show to 









plans made according to the final analysis, and after~ 
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lave" been nty. most profitable numbers the past year. 
This: will also govern my three price lines. 

“In confining my stock to three price lines, and my 
buying from three manufacturers, I feel confident I 
shall have good’ results. This plan will save overlap- 
ping of styles' and prices, an accumulation of many 
odds and ends as: occurs when many lines are pur- 
chased at various prices. Also, a definite policy is 
thus established in our customer’s mind, that will be 
more profitable than when there is no planned scheme 
of sales and stock.” 


Jerome J. Sholem, Champaign, III. :— 


“When prices reach a point that are as abnormally 
low as. they are now, it seems to us that the turning 
point upward cannot be far away. i} 

“In our opinion, the prices of commodities are as 
much TOO LOW now, as they were TOO HIGH 
several years ago. Neither extreme conditions can 
endure for any great length of time. Wholesale and 
retail shoe prices now, in many cases are LESS than 
they were in 1912. Even with a country-wide buy- 
ers’ strike, those extreme low prices cannot continue. 
The reaction is bound to set in soon. That law of 
economics is just as true as the law of gravity, and we 
think ‘it won’t be long now.’ . 

“Another condition that probably would amaze most 
of us is the extreme low inventories of nearly all con- 
cerns at present. If conditions should improve even 
slightly and people would commence to supply even a 
small portion of the wants they have been doing with- 
out, the actual supply on hand would not begin to 
cover the demands. When that time arrives, look out 
for a sudden boom of prosperity. But how long it 
will last—that is another question. 

“But until people all suddenly decide to go bare- 
footed, independent shoe dealers in this country will 
certainly continue to stay in business—if they are 
alert, up on their toes and give their customers the 
best value in their power, and remember to sell foot- 
comfort as well as just mere shoe leather.” 


Herbert Parthemore, Harrisburg, Pa.:— 


“Prices have reached levels that will maintain or 
go higher. All industries are joining hands to sta- 
bilize production with consumption. Also the forma- 
tion of The Board of Economics to function inde- 
pendent of government control, that will bring the 
above condition about. 

“The proposed unemployment reserve funds to be 
set up by industry together with insurance of this kind 
to help stabilize employment. 

“The following would be a few points that the re- 
tailer individually must watch: To keep stocks as 
near even keel as possible by purchasing against aver- 
age.sales as closely as possible.. Maintain, quality and 
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Make the 7 A P Ni 
New Lexington 

Hotel your : 
New York City for 


Headquarters SLI PPER U ad od 1 


ACCESSIBILITY —LUXURY | 
with ECONOMY || Your guarantee of 


greater sales for 1932 





Y ian for Slipper Uppers has 

never failed you in the past. 
You can depend on this quality 
product for consistent, unfailing 
sales. 





Zapon for Slipper Uppers has 


An atmosphere of quiet dignity 


everything to insure satisfactory 
pervades the Hotel Lexington. 
sales and repeats as well. Dura- 

Here one lives luxuriously yet at bilit ti - E col 
ri rs 

rates that promote real economy. nee Sage Oe eee ee ee 


Its convenient locality, perfect and patterns, plus the assurance of 


cuisine and excellent appoint- perfection that accompanies an 





ments meet your every demand. established product. It is your 


; bond of confidence for customer 
For One Person 


$350 _ $4 . $5 . 


For Two Persons 
Only $1.00 Additional, Any Room. 


Each with private bath (tub and shower) 
circulating ice water, mirrored doors 


HOTEL 
LEXINGTON is a NO) NOY TN DY 


LEXINGTON AVENUE AT 48th ST., NEW YORK CITY A Subsidiary of Atlas Powder Co. 


Frank Gregson, Manager J. Leslie Kincaid, President Stamford, Connecticut 


Direction of American Hotels Corporation 


satisfaction. 


Send for samples 
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standards as before, if at all possible. Adding lower 
grades when necessary to maintain volume. Work 
with as few jobbers or manufacturers as possible. 
Better service on the floor; close work between cus- 
tomer and salesman necessary.” 


J. H. Burton, Burton’s Shop, Lansing, Mich. :— 


“I find fundamental gains even amid a depression. 
We have witnessed a remarkable development of the 
sense of readjustment to changing conditions which 
had to come. The indications are that our industrial 
house is just about in order. 

“Shoe stocks are very low, are easily being ad- 
justed to the new lower prices and thus we are capa- 
ble and ready to do the public a real service in 1932. 

“T believe that the time is here to maintain stand- 
ards and confidence will soon be restored. The public 
is still looking for quality rather than price merchan- 
dise along these lines. I can see nothing but real 
progress ahead for 1932.” 


H. B. Teets, Denver Dry Goods Co., Denver, 
Colo. :— 


“First we intend to beat 1931 sales figures in the 
face of lower price levels on shoes. To say it is one 
thing. To do it is another. 

“This year an analysis has shown us that we have 
constantly carried too many shoes at high price points 
and toe few at low price points. This we are remedy- 
ing now, so that this coming year we will have plenty 
of shoes at what have proved to be our best price 
points in this season, modified by the present trend of 
prices. Our stocks will be low the first of the year 
so that we can buy the new seasonable merchandise 
constantly as it is brought out. 

“We will have fewer price lines, and more com- 
plete stocks at each line, but these stocks will be based 
on an analysis of this year’s shoe operations, so that 
we expect to eliminate styles and colors that this year 
have proved slow and unprofitable. 

“This season has proved that the unusual item, pro- 
vided it has had merit, has been the item in every de- 
partment which has made for plus business. We 
have this in mind. Aggressive promotions of unusual 
items. By keeping our stock low but comprehensive, 
we should do at least 80 per cent of this year’s volume. 
These promotions, we feel sure, will do more than 20 
per cent of it.” 


H. Davis, Walk-Over Shoe Store, New Orleans, 
La.:— 
“We feel that beginning January Ist conditions for 
the alert progressive shoe merchant will be better. 
“We have not graded down in our particular busi- 
ness, but have attempted to give customers better mer- 
chandise -for their money. We are very happy that 










we have handled the problem in this manner, because 
we find that there are lots of people who still want 
and are demanding quality shoes. We feel that most 
of the merchants have their stocks under control and 
that good shoes have been selling about as low as it is 
economically sound to sell them, and they cannot go 
any lower without serious consequences. 

“For spring we are not going to sell our shoes at 
prices that will not show profit. We think liquidating 
has about reached the bottom and the merchants should 
stand by and try merchandise with a profit 
that is his only salvation. There have been too many 
sales for the last 18 months which have destroyed 
confidence, and the sooner the merchants eliminate 
these sales, the quicker their business will be restored.” 


W. C. Goodwin, Fitchburg, Mass. :— 

“About everybody had been wishing everybody 
else ‘A Happy and Prosperous New Year.’ Let us 
in the shoe business make it so for 1932. Nearly 
everybody in these United States is going to wear 
shoes this year as well as in some of the more pros- 
perous years that we all look back at a few years ago. 
Let’s get our stores in shape to sell these. Buy as 
usual, not such large stocks, perhaps at first, but good, 
desirable styles that will appeal to the public and 
keep up the sizes when they begin to move. You 
know E. A. Burrill says: ‘The lost sale is usuall the 
lack of the size and not the style.’ Buy more sizes 
and less styles if we must keep our stock down until 
things get rolling again. When the unemployed get 
back to work and the payroll gets to be a weekly event 
once more, the shoe business will be O.K. along with 
the rest. Let’s forget politics and all back up our 
President.” 


F. H. Rasmussen, H. & S. Pogue Company, Cin-. 


cinnati, Ohio:— 

“We have maintained our grades through the past 
eighteen months of turmoil. Our price lines have been 
slightly lowered but only in accord with the lower la- 
bor rate and the slightly cheaper material market. 
We have sold over 4000 pairs of women’s shoes at 
$16.50 per pair this year. 

“We are maintaining our grade because we believe 
that the majority of people who through an unusual 
economic condition are at this time wearing lower 
priced shoes still appreciate the better shoes that they 
have purchased from us and will buy them again when 
they are in a position to do so. 

“The merchandising policy can be summed up by 
saying that we are ‘strictly maintaining our grades.’ ” 


j. Moorhead, Moorhead’s, Quincy, Mass. :— 

“T’m confident that we merchants who have stood 
for quality and service will find that the public is tired 
[TURN TO PAGE 53, PLEASE] 
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A New S E N S AT | O N IN SPORT SHOES 


DUN DEER Moceasins 
and Sandals 


H™ it is—a new light weight moccasin for women 
and misses—the Moc San. Its unique handcraft 
construction entirely eliminates the need for nails, staples 

Dun Deer MOC SAN and cement. The result is a smart moccasin that weighs 
“Charming as the Foot it Graces” only 14 ounces to the pair. Think of the freedom and 


comfort such a shoe offers! 


Dun Deer Moc San comes in full sizes 
2 to 8 and in A and C widths. Colors: 
all-over white, brown, black or smoked 


Dun Deer Moccasins and Sandals 


elk or in contrasting shades of these are suitable for sports, street, beach 
colors. Price $3.10. 6 numbers in stock. and all informal wear. They 


JOE CARRUTHERS WILL BE AT come in a wide range of 
CHICAGO, JAN 3, 4, 5, 6 colors. Catalogue sent on 


ROOM 938W, PALMER HOUSE request. 


AT BOSTON, JAN. 11, 12, 13 DUN DEER SANDALS, Inc. Patented hand craft construction 


characterize all Dun Deer Models. 


ROOM 555, STATLER HOTEL Auburn, New York Price $2.35. 16 numbers in stock. 








“VARNUM” Size Stick 


The Most Popular Measure 


Marked with standard American, French and English 
measures. Three styles 1—2—3. Maplewood, nickel trim- 
Ss. 
” RETAIL SHOE STORES USE NO. 3 
PRICE $1.50 EACH 
F. W. WHITCHER CO. Boston, Mass.— Chicago, Ill. 








Warner Spats 


Nicely Designed 
Good Material 
and Workmanship 


Perfect Fit 
Popularly Priced 


Prompt Shipment 
from Floor Stock 


made by 


The W. W. WARNER MFG. CO. 
Spat Specialists 
$17 Sycamore St. Cincinnati, Ohie 











New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once 
delivery of the new and revised Shoe and 
Leather Lexicon. This handy book of 
the trade is in its sixth edition, over 100,- 
000 copies now in use. Price 50 cents. 


Boot and Shoe Recorder 
239 West 39th Se. New York, N. Y. 
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CANEWYORK 
the Beautiful New- 
44064 HOTEL 4408 
PLYMOUTH 
49% ST. EAST OF BROADWAY 


$2.50, $3.00, $3.50 
Double $4.00, $4.50, $5.00 


All rooms with bath, shower, circulat- 
ing ice water and radio. Convenient 
to Business, Shopping and Theatre Districts. 
Free Garage S. V. MITCHELL, Mgr. 
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Hitting the High Spots in the 


Prices Stabilized; Bright Colors 





for Winter Resort Wear; Meshes 
and Lace Tops Big Style Factors 


With the holiday business 


out of the way, retailers and manufacturers of hosiery 
are eagerly looking forward to the Spring season, 
probably more eagerly this year than usual, as the 
experiences of 1931 in the hosiery trade in general do 
not make happy memories. 

With the turn in the year comes some brightening 
in the outlook. Here and there are indications that 
a demand is reviving for a little better quality mer- 
chandise, that the almost irresistible pressure for lower 
and still lower prices is abating. A leading index on 
hosiery prices shows a month by month steady drop 
during 1931 to November, when the downward march 
of values apparently was halted. With conditions in 
Japan what they are, the future of raw silk prices is 
problematical, but aside from this disquieting fea- 
ture, hosiery prices in general are on a more stable 
basis than they have been for the past year. 

On the price proposition it is almost useless for the 
average shoe store handling hosiery to compete with 
the hosiery department of the large department store. 
During recent months this publication has received 
many inquiries from shoe stores concerning the proper 
price policy to pursue. The logical answer is to mer- 
chandise hosiery on the same price basis that you do 
your shoes. The practice of carrying hosiery of a 
different quality than that of the shoes, or of mark- 
ing hosiery more closely than shoes has noi been gen- 
erally successful, except in a few of the large shoe 
chains where the policy has been to use hosiery as a 
leader or feeder to the shoe department. 

The average shoe store is much better off with a 
well-known branded line of hosiery with special fea- 
tures which can be used as selling arguments, where 
the store is not large enough to maintain its own 
brand. The advantage of hosiery in the shoe store is 
the proximity of hosiery and shoes, one helping to sell 
the other through their natural relationship. 


An ideal stocking for the school-girl—a 
mesh made of mixed silk and wool in a 
heather tone that blends so well with the 
@ _new woolen dresses and suits and harmo- 
nizes with the new Peel unlined oxfords 
affected by the smart youngster for school 

and sports wear 


Style 


A® a guide for consumer desires in the way of 
hosiery styles the Christmas business was of 
little help. The bulk of Christmas buying was done 
on a price basis, the purchaser being attracted mainly 
by special sales and paying little attention to the ads 
devoted to style promotion. However, discriminating 
shoppers showed a preference for the new meshes 
and for lace and variable length welt stockings which 
have been style features for several months. Interest 
in these types is growing, rather than diminishing, 
and they promise to be big factors in the Spring 


@ 
Color 


OTHING strikingly new in the way of color 

development for Spring has yet appeared. The 
official colors have not yet been announced, but for 
early selling medium neutral beiges are being ex- 
ploited by a number of manufacturers. A debate on 
whether or not the deep sun-burn colors will carry 
over into the Spring and Summer season has devel- 
oped in the primary market. The majority lean to 
the opinion that the deep sun-tan shades of last year 
will be replaced by lighter shades. In high style cir- 
cles bright blue, bright orange and canary yellow 
hose to exactly match these shades in footwear are be- 


business. 









Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Jan, 2, 1932 
























Hosiery Market 


ing fostered by stores catering to the winter resort 
clientele. For wear with white footwear, the slightly 
off-white shades are being recommended. 


® 
Misses Hose 


HE success that one large New York store has 

had in catering to the hosiery needs of the young 
miss or growing girl is worthy of deep consideration 
by shoe stores that make a specialty of shoes for this 
type. The store in question carries a specially made 
stocking, with a more slender leg and a shorter leg 
than the standard stocking, but in all other respects 
the same as the women’s stockings. This hosiery has 
been eminently successful because of its good fitting 
quality. At present it is doing a large business on a 
silk and wool mesh which appeals especially to high 
school and slightly younger girls. 


© 
Cellophane Wrapped 


NE lesson can be learned from the 1931 Christ- 

mas hosiery business—that stockings in cello- 
phane wrappers, grade for grade, sell better than 
those unwrapped. Customers seemed to feel, accord- 
ing to several hosiery buyers, that the protective cello- 
phane wrapping kept the merchandise fresh and clean 
despite repeated handlings. Also it permits an imme- 
diate inspection for, color. More cellophane wrapped 
stockings will be on the market during this year, ac- 
cording to plans being made by many manufacturers. 


Promotion Ideas 


HE question has been asked, what is there besides 

price that can-beé used in hosiery sale exploitation ? 
Transplanting an idea from the shoe trade, that of 
showing the specific purpose for which a particular 
type of merchandise is intended to be used, has been 
successfully adopted by several department stores. 
Shoe stores, who are the logical establishments to use 
this type of promotion appear to have been lax in 
fostering it. A recent advertisement in the New York 
papers by a department store showed different types 
of hosiery together with illustrations of their use— 
for riding, for walking, for dancing, for shopping, etc. 
Such promotion not only makes the public more ho- 
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siery conscious, but brings to mind the fact that dif- 
ferent types of hose are necessary for different occa- 
sions, thus leading to sales of more pairs to each cus- 
tomer. Shoe stores have a wonderful opportunity to 
use this type of promotion, not only in their advertis- 





Pointed heels are revived in a new manner 
by Clark W. Tobin. The new version has 
a more slender point which projects above 
@ =the back of the shoe only slightly. In 
reality it is the small French heel shaped to 
a becoming and slenderizing point 


ing, but in their window displays, for the hose may be 
shown directly with the proper type of shoe for each 
occasion. 


os) 
Elastic Tops 


ARTERLESS socks for men and children, and 
possibly for women are closer to perfection 
now that a new latex yarn, spun of pure liquid latex 
and then covered with fabric, has been developed. 
This latex yarn has great elasticity and outwears the 
old cut rubber elastic that has been used heretofore on 
hosiery of this type. It is also claimed that the new 
yarn will be widely used in surgical and reducing 
stockings. 
siery trade. 


Thus another field is opened to the ho- 





39 















































needed. 






As forecast by the 
scores of editors of 
UNITED BUSINESS PUBLISHERS, Inc. 


and associated publications. 


“HOW’S BUSINESS” for 


ANUARY ? 


Dettation, inevitable and widely which should give it a decided advantage in improving 


advocated, has been proceeding at a rate which, if not 
stemmed, will do irreparable damage. The effective Highly organized retail merchandising is learning 
antidote seems to be inflation. We approach it reluc- the effectiveness of strong promotional effort, and 
tantly, but controlled inflation would be more appar- 1932 will witness some interesting developments along 
ent than real, since it is generally conceded that defla- _ these lines. 
tion has progressed beyond essential bounds in many The new Western Pine Association, by setting its 
lines, throwing the business structure heavily out of house in order, has furnished a bright spot in the 
balance. It seems reasonable to expect some stimula- |ymbering industry, and crosses to the new year with 
tion in this respect after the first of the year. 
First lines of defense against weak spots and duction. 
breaches in the financial structure having been put in Latin America restlessly marks time, waiting for 
operation through government initiative, a secondary sestures of confidence from this country, while in- 
line of defense, more comprehensive and far-reaching, quiries in increasing number show that sold-out con- 
will undoubtedly soon be set up. The benefit does not diti th soil epoch 4 li 
lie so much in funds provided, as it does in the stimu- —— ee 
lation of confidence, knowing that relief may be had 
with reasonable promptness in emergencies. It is to be 
hoped that such confidence will be quickly transmitted 
into the broad reaches of business where it is sorely 


its position in the new year. 


orders showing a long lead over well controlled pro- 


From many indications that come to us, we step 
over into 1932 with expectations for better times 
based upon something more tangible than hopes; 
but with full realization that 1932, like other years, 
will reward the courageous and those who develop 


The automotive industry presents new products their individual leadership. 











BUSINESS 


SALES 








STOCKS COLLECTIONS COMMENTS 



















Passenger cars 32% bet- 


er cars. slight! 
— go Estimated sales: Passen- 


a trucks about the No change over Decem- 


AUTOMOTIVE | ter, trucks 50% tter, 
(Domestic than December. About same as December. Both ber, and somewhat better 4 cars, 120,000 to 126,- 
Field) 5% and 17% less, respec- lines lower than January, than January, 1931. : 18, 000 to 20,- 
tively, than January, 1931. 1931. 












Export business awaiting 


New models expected to 
AUTOMOTIVE int teri- Generally believed to be N ‘ J 
(Export Field) | give, terest mater low. ot much change revival of American con 













DEPARTMENT 
STORES 





fdoct, Ral less (normal 
50% 60% less) than 
LR, and about 18% 
less than January, 1931. 


January should make a 












HARDWARE 









(Export Field) 


Last quarter sales poor- 
est this year, with better 
expectations after first 
of the year. 





About 20% under Decem- No change from Decem- 

ber, and 25% under Jan- ber, and slight improve- pass | a tg 

uary, 1931. ment from January, 1931. } og it did last year. si 
Prevaili sentiment is 

Collections still slow be- that Seta uote quite 

At very low inventories, cause of unfavorable ex- recently, with evidense of 

without exception. change rates. rebound already notice- 
able. 











About 10% lower than 
December; and 15% lower 
than January, 1931, on a 
dollar basis. 


Firming price tendency 


About 15% lighter than | Unchanged, and fairly | in quotations for many 


than January 


satisfactory, as compare hardware items is a 
» 1931. 


December, and 5% lighter 
to December. Slower than bright spot in the indus- 
. ry. 


January, 1931 















INSURANCE 







Lower in all lines than in 
December. About same 
in life, slightly lower in 
fire and casualty than in 
January, 1931. 





January, always a stel- 
lar production month in 


wees Unchanged. life, should not fall much 


below January, 1931. 

















JEWELRY 












Very much lower than 
December; and lower 
than January, 1931, tak- 
ing the country as a 
whole. 


Lower than 





December, 


and lower than January, Generally better than ere: 


1931, except in a few cen- December. 


ters. 















MACHINERY 








METAL 
PRODUCTS 
METALS 







Under ordinary condi- 
tions, steel industry can 
look for seasonal rise 
starting early in Janua 
with steady rise to Marc 
or April. There have been 
few years, good or bad, 
in which such a spring 
rise has not occurred. 


A ray of hope 
machine’ too 


through recent’ sizable 


purchases by 


manufacturers, and in- 


has entered. 


1 indust 

A The future trend of steel 
is closely bound up with 
general economic situa- 
seeeee tion. Steel industry will 


automotive 


crease in miscellaneous 
inquiries which seem to be quick to reflect any 
indicate that manufac- general betterment. 


turers are 


considering 


















SHOES 














Seasonal decrease from 
December, and about on 
a par with January, 1931. 





modernisation. Collections at retail no 

Stocks will be in more particular problem, and Jomuery , is ufhe buying 
workable shape in Janu- about the same_as De- ey with en r 
ary. Steady level in re- cember, and January, png Ian encasiens 


tailers’ hands. 


1931 
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THE 
NATURAL BRIDGE 
ANSWER TO THE 
DEMAND FOR 
GOOD TO THE EYE LOWER PRICES 


GOOD TO THE 
POCKETBOOK 





* 


Improved quality of materials, workmanship and styles in both 
price lines at lower prices. 


Better shoes for your customers and more profit for you. 
A more complete line of $5 styles. 


This table shows at a glance how the Natural Bridge 1932 line 
compares with the 1931 line: 


Spring Spring 
1931 1932 


Number $5 Styles 64 71 
Average Price 3.35 3.25 
Average Profit 165 33% 175 35% 


Number $6 Styles 45 27 
Average Price 3.70 3.60 
Average Profit 2.30 38% 240 40% 


In the above summary at least 10 styles which a year ago were in 
the $6 field at an average cost of $3.60 are today in the $5 field at a 
cost of $3.25. 


NATURAL BRIDGE SHOEMAKERS 
N. C. Evans—Manager 
Lynchburg, Va. 








N. S. R. A. CONVENTION 
JANUARY 4, 5 and 6 
PALMER HOUSE 
ROOMS 955, 956, 957. 
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ENDICOTT JOHNSON CORPORATION 


cp 
eature, 


RBOUR'STORMWELT 
IN SEVEN NUMBERS 


We illustrate one of seven styles of 
solid, rugged, heavy-duty shoes with 


BARBOUR “STORMWELT” 


Shoes of this type are subjected to 
hard wear, are bought by men whose 
dollars come hard—and are spent 
carefully—and who expect service 
and long life from their shoes. 


BARBOUR “STORMWELT” 


is a quality product, in keeping with 
the rigid requirements of these shoes. 


No. 1175 


DESCRIBED BELOW 

















Read the specifications of 
the shoe illustrated —style 
No. 1175—and the six 
others described in full. 


ta. - = a Address your inquiries to 
ENDICOTT JOHNSON CORPORATION 
ENDICOTT, N. Y. 
AND OBTAIN SERVICEABLE, HEAVY-DUTY SHOES 
MADE WITH 
GENUINE BARBOUR ‘‘STORMWELT”’ 









No, 1175 —Eskimo Calf Blucher, Plain Toe, Wide Back- 
stay, Genuine Borbour “Stormwelt,” Full Double Sole, 
Rosinite Filled Outsole, Stee! Shank, Slugged Leather 
Heel, All Leather, Sizes 6 to 12. 



















No. 1168—Black Elk Blucher, Plain Toe, Wide Back- 
stay, Genuine Barbour “Stormwelt,” Extra Heavy Para- 
cord Sole, Rubber Heel, Steel Shonk, All Leather, 


BARBOUR WELTING COMPANY i 
BROCKTON, MASS. 
ORIGINATORS — PATENTEES — MANUFACTURERS ] 























- Steel Shank, Rubber Heel, All Leather, Sizes 6 to 12. 





a No. 1190—Block Elk Blucher. Plain Toe. Two-row 

' Goodyeor Fostened Double Thickness Paracord Sole. 
Borbour “Stormwelt.” Rubber Heel. All Leather. Sizes 
5 to 12. 












E No. 1136—Eskimo Colf 16-inch Blucher, Hi-Cut, Plain 
i Toe, Leother Vamp Lined, Grain Gusset, Loose Strap 
with Buckle, Outside Counter Pocket, Genuine Barbour 
: “Stormwelt” all oround the Heel, Steel Shank, Full Dou- 
t ble Ook Sole, Extra Nailed Solid Lift Leother Heel, All 
eother, Sizes 6 to 12. 

No. 1137—Same as No. 1136 except 18-inch. 































No. 1138— Block 17-inch Blucher Hi-Cut, Plain Toe, 
Leather Vomp Lined, Grain Gusset, Loose Strap with 
Buckle, Extra Wide Reinforced Bockstoy, Outside # 
Counter Pocket, Genuine Barbour “Stormwelt” All i 
Around Heel, Extra Heavy Poracord Sole, Stee! Shank, 
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NATIONAL NEWS 








> TRADE DOINGS ¢ 





Predict Early Spring Season 


St. Louis—More than 200 salesmen 
of the Brown Shoe Company from all 
sections of the United States were in 
St. Louis on December 21st for the 
company’s annual salesmen’s conven- 
tion. 

The convention was opened by T. F. 
James, vice-president in charge of 
sales, who presided at the sessions. 
One of the principal addresses was de- 
livered by John A. Bush, president of 
the company. A. G. White, advertising 
manager, spoke on “Advertising Plans 
for 1932,” while W. S. Powell, who is 
in charge of the tanneries of the Brown 
Shoe Company, spoke on “Leather and 
Leather Conditions.” 

Salesmen who were here from vari- 
ous states reported that indications 
point to early and heavy buying of 
spring footwear this year, due to the 
fact that Easter falls on an early date, 
March 27. Retailers throughout the 
country, they said, are anticipating 
early sales because of the advanced 
season. 





Shine Opens in Ft. Wayne 


Fort WAYNE, IND.—With a stock of 
nearly 7000 pairs of shoes and accom- 
modations for 50 customers at one time, 
the Shine Shoe Company has opened 
its new store on the ground floor of 
the Transfer Building at Calhoun and 
Main Streets. Extensive lines in 
women’s, men’s, boys’ and girls’ and in- 
fants’ footwear, as well as a similarly 
complete line of rubber footwear was 
effered to the public. An added ser- 
vice is the direct warehouse clearance 
which the company has, with more 
than $100,000 worth of shoes in all 
lines ready for sale in the company’s 
warehouse at 122 West Columbia St. 








> THE PURPOSE OF BUSINESS IS PROFIT 4 
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SATURDAY, JANUARY 2, 1932 


The new retail store has a total 
street frontage of 106 feet. Modern 
decoration and arrangement and light- 
ing effects have been incorporated in 
the window display arrangement of the 
store. Management of the retail store 
will be under the direction of Harry 
Johnson, who will be assisted by Joe 
Mann. Nate Shine is president of the 
company and will have direct charge 
of the wholesale department. 





Groves Gets Kinder-Gartens 


CHICAGO—The Groves Shoe Com- 
pany announces that it has secured the 








SHOP TALK 
By 
H. F. B. 


Let's all give the 

Traveling shoe salesman 

A pat on the back. 

Heaven knows he needs it. 
High expenses and a 
Lower volume of business 
Together with lower prices 
Have made it hard for 

Him to hold his place 

In the economic system. 


No wonder that a lot 

Of travelers have 

Taken to chicken farming 
Or selling something else. 


We're inclined to forget 
That the traveler is 

The connecting link 
Between the store 

And the manufacturer, 
That he carries news 
And ideas from one to 
The other to the benefit 
Of both, that he’s the 
One who has an appreciation 
Of the problems of both. 


Looks as if he’s entitled 

To more consideration 

And more of a voice in 

The councils of the trade 
Than he’s been getting lately. 





a AA 
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EVERY WEEK 





exclusive distribution of Kinder-Garten 
Shoes. For over thirty-five years 
Kinder-Garten children shoes have 
been manufactured and sold by the 
Fargo-Hallowell Company, but in the 
interest of more efficient distribution, 
the merchandising of these shoes has 
been turned over to the Groves Shoe 
Company. The Fargo-Hallowell Com- 
pany will continue to manufacture them. 
The decision to add Kinder-Garten 
Shoes to their line, is indicative of the 
attitude which marks this company as 
being one of the most progressive 
wholesalers in the middle west. The 
Groves Shoe Company has been in the 
wholesale business for over thirty 
years and up to this time has special- 
ized entirely, on women’s novelty foot- 
wear. 





Ritter Opens New Store 


MISHAWAKA, IND.—Ritter Boctery 
has been opened here at 312 North 
Main Street by Paul Ritter of South 
Bend, Ind., who has been for years 
associated with the business. He will 
handle men’s footwear exclusively. 





New Brooklyn Store 


BRooOKLYN—Under the name of 
“Prep Shoes, Inc.,’”’ Louis Friedman has 
opened a specialty shoe store at 852 
Flatbush Avenue. He is specializing in 
$2.95 and $3.95 shoes for younger 
women. 





Close One Sterling Store 
MINNEAPOLIS—The men’s store of 
the Sterling Shoes Corp., 45 S. 6th St., 
is closed and all inquiries are referred 
to the ladies’ store at 614 Nicollet Ave. 





Lincoln Shop Quits 

PITTSBURGH—The Lincoln Boot Shop 
at 602 Liberty avenue, Pittsburgh, 
specializing in women’s footwear and 
hosiery, has discontinued business. 
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Against Return of Worn Shoes 


New YorK—At a recent meeting of 
the Board of Directors of the National 
Boot and Shoe Manufacturers Associ- 
ation, the following resolution was 
passed as applying to the return of 
worn shoes: 

“WHEREAS customers of shoe manu- 
facturers have returned for credit dur- 
ing the past year a larger number than 
_in previous years, of shoes that have 
been worn and have rendered a reason- 
able service to consumers; and this 
practice has increased to such an ex- 
tent as to become an important element 
in the figuring of manufacturing costs; 

“THEREFORE BE IT RESOLVED by the 
Board of Directors of the National 
Boot and Shoe Manufacturers Associa- 
tion that a printed statement covering 
these facts be circulated among our 
members, a copy thereof be sent to the 
various trade Associations and to the 
trade press, calling to the attention 
of those interested, the fact that man- 
ufacturers can not properly be ex- 
pected to accept the return for credit 
of shoes that have given reasonable 
service in wear.” 


Meyers & Rosch Open 


NEW PHILADELPHIA, OH10O—The retail 
shoe firm of Meyers & Rosch, reor- 
ganized recently following the death 
of its founder, has opened its new store 
at 123 East High Avenue. The store, 
one of the most modern in eastern Ohio, 
has installed the latest in fixtures and 
equipment. The location, home of the 
store for more than 40 years, has been 
altered throughout and a new front 
installed. Members of the reorganized 
firm are S. B. Meyers, Fred Rosch and 
Carl Eichel. The store now has almost 
double its former stock of merchandise. 


Sell Panor Store 


MINNEAPOLIS—The P. & C. Shoe Co. 
has bought one of the Nicollet Avenue 
Panor stores at No. 522. John Cor- 
coran is vice-president and H. J. Kates 
of Minneapolis, manager. It is being 
advertised that the stock will be closed 
out at once. A sale has begun pre- 
paratory to closing the business. Offi- 
cials announce that the other Panor 
store at 812 Nicollet will continue 
under the management that has been 
in charge. 


Shoe Store Damaged by Fire 


BIRMINGHAM, ALA.—The Vanity Boot 
Shop was damaged by an early morn- 
ing fire last week causing the store to 
close until repairs can be made. The 
blaze started in the rear of the store 
and rapidly spread throughout the in- 
terior, damaging stock to the extent of 
$1,500, according to Joe Toronto, man- 
ager. 
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PRACTICAL . MODERNITY 


The Jacqueline Slipper Shop recently opened in Seattle in a beautifully appointed 
modern shoe store. In it the management has happily combined all the good features 
of the “parlor” type of store with the conservative. 

A. Y. Drain, has returned to Seattle to manage this store after two years as man- 
ager of the shoe department of Olds, Wortman and King in Portland. He was 
formerly associated with MacDougall-Southwick, department store in Seattle for 


seven years in its shoe department. 


Toward the rear of the store is the hosiery department, presided over by the able 
and charming Miss Mildred Leshgold, who was formerly connected with the Fashion 


Bootery, Seattle. 


The walls are lined with shoe boxes, but shoe boxes with a difference. These are 
the store’s own containers and instead of the traditional marking of size, style and 
price on the box itself, they have on their faces small metal card holders whose 
removable cards give all the necessary information. When a sale is made, the card 
is removed from the box and sent to the cashier as a double-check on sales; its 
additional advantage being to permit stock reorganization without the inconvenience 


of removing the boxes. 








Promotes New Fabric 


New YorkK—Edward F. Roberts, for 
several years editor of the Dry Goods 
Economist, has undertaken the promo- 
tion of a new yarn which holds consid- 
erable interest for the shoe industry. 
The new yarn has been christened 
Lastex and is a product of the United 
States Rubber Company, who acquired 
the patent rights: from the inventor, 
Percy Adamson. 

Lastex is a spun latex thread cov- 
ered with silk, wool or cotton on pat- 
ented machines and can be woven or 
knitted on any loom. It makes possible 
an elastic silk or satin fabric which 
stretches in any direction and Mr. 
Roberts is convinced it can be used in 
shoe quarters to give a fit impossible 
with any material in present use, as 
well as a substantial increase in com- 
fort to the shoe wearer. 

Lastex has also been adapted to the 
production of a goring which, it is 
claimed, with half the bulk of the pres- 
ent cut rubber article, has a life equal 
to the shoe itself. 


Branch Factory for Rubin Bros. 


New YorkK—Rubin Brothers, manu- 
facturers, Long Island City, are open- 
ing a branch factory in Zanesville, 
Ohio, this month, but will continue the 
main factory at the present location. 
It was incorrectly reported from Zanes- 
ville in a recent issue that the firm 
was moving from Long Island City to 
Zanesville. 


4s 


Northwest Buster Brown Meet 


SEATTLE—Gathering from the North- 
west states, about 150 shoe store man- 
agers and their wives will attend the 
1932 convention of Buster Brown re- 
tailers, which has just been set for 
January 31 and February 1 in the 
Terminal Sales Building here, with a 
banquet at one of the leading hostelries 
being arranged. 

J. O. Moore, a director of the Brown 
Shoe Company at St. Louis, Mo., will 
be one of the principal speakers at the 
two-day gathering that will give im- 
petus to the distribution of Buster 
Brown shoes throughout the North- 
west area. Other factory represen- 
tatives of the company will also attend. 

The newest confections in 19382 
Spring footwear will be displayed at 
the style show to be held in connection 
with the gathering. Enlarged head- 
quarters of Davenny & Powell in the 
Terminal Sales Building are being 
acquired to care for the array of new 
footwear that is being received for 
showing at the Northwest states con- 
ference of shoe men. 


Fire in Kinney Store 


WILMINGTON, N. C.—The store and 
stock of Kinney’s Shoe Store here was 
destroyed in a recent fire which did 
$155,000 damage to it and adjoining 
stores. Owners of the building said they 
would rebuild the store immediately. 
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PROFITS IN SHOE POLISHES, DRESSINGS AND DYES 
ABOUT SHOE POLISH 


Some shoe stores carry shoe polish, some sell it (when the trade asks for 
it) and some merchandise it. 


i 

| 

{ 

( 

Y 

j The year’s best “Believe it or Not” story was told by J. W. Rodgers, pro- 
prietor of Gerhart’s, Bloomington, Ill. Here, shoe men, is a merchant who 
’ pays his light and heat bills from the profits coming from the sale of shoe 
polish. There is no catch there, for light and heat bills are a real important 
item in his town for at least six months a year. 

‘ 

i 

{ 

( 

{ 

d 
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Rodgers was doing the usual perfunctory business on polish until he be- 
came aware several years ago of the fact that there was a chance to make 
real money in selling the 50c. brands. A 5c. P. M. got the boys on the floor 
interested because they could see several hundred dollars in extra pay com- 
ing their way during the course of the year. When this interest was fully 
rang polish orders were placed in 25 gross lot orders, instead of by the 

ozen. 


When the above was told to B. C. White, shoe buyer for the Ernest Kern Co., Detroit, 
White said: “Do you know | have just been figuring that the polish business in this de- 
partment amounted to a little over $5,000 in 1930? Each salesman averaged to sell four 
bottles a day, which means a total of upward of 20,000 packages of 25c. goods for the 
year.” Mention must be made of the unusual manner of showing the goods here. Each 
salesman has his own selling section of chairs. Under one chair in each section is a kit 
rigged out with six different kinds of polish, so in order to sell, it is an easy matter to 
reach for a bottle. 
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.“The BEST you EVER USED or 
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SHOE POLISHES—DYES—CLEANERS for information write’ to 
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Original Marvelous Dyes CAVALIER SELL 
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Absolutely Harmless For Operating Details Address : For information write 


The Original Marvelous Dye Co., Inc. CAVALIER CORP. SHOE —s — ae 
273 Sackett St. Brooklyn, N. Y. B ALTIMORE, MD. UNION CITY, NEW JERSEY 
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WHERE TO BUY 
Men’s Shoes 
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NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. : 
MEN'S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 


























| “HIGHEST GRADE ONLY 


EAST WEYMOUTH,MASS. U.S.A. 








to 8%4—6/8—6/10 

—30 days. 

206 Essex St., 
BOSTON 
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DEVOLDER BROS. 











“A MAN’S DECISION” WELy 
Men’s 
Fine 
Shoes 
Old 
Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. "yk to™ 

















LEATHER FIRMS JOIN IN TRADE PACT 





C. W.. Crowhurst 


New Tanning and 
Merchandising Alliance 


Boston—Announcement has_ been 
made jointly by A. J. Crowhurst & 
Sons, Inc., of Belleville, N. J., and the 
Colonial Tanning Company of Boston, 
of an arrangement which brings to- 
gether a firm of recognized experts in 
the tanning of patent leather and a 
well-rounded sales organization, both 
of which have always specialized in 
high-grade leather—the one as tanners 
and the other as distributors. Responsi- 
bility for all production is te be vested 
in the Crowhurst company and all sales 
will be in charge of the partners of the 
Colonial Tanning Company. 

The Crowhurst company is made up 
of A. J. Crowhurst, the father, asso- 
ciated with whom are his four sons— 
P. J. Crowhurst, C. W. Crowhurst, H. L. 
Crowhurst and another member of the 
family, the youngest son, who has just 
joined the ranks following the comple- 
tion of his scholastic education. 

Mr. Crowhurst, senior, and one of his 
sons, P. J. Crowhurst, have had years 
of unusually practical experience in the 
manufacture of patent leather, includ- 
ing seven years with the Seton Leather 
Company, as well as with the Crow- 
hurst Leather Company and Philip J. 
Murray Leather Company. The other 
two sons, C. W. Crowhurst and H. L. 
Crowhurst, for the last eight years 
have had entire charge of all opera- 
tions, tanning, finishing and degreas- 
ing, at the A. R. Clarke Company of 
Toronto. 

This organization has just made ar- 
rangements for taking over the tan- 
nery at Belleville, which was originally 
designed by Mr. Crowhurst, senior, and 
which was used until very recently by 
the Philip J. Murray Leather Company. 
This tannery is one of the most modern 
in the East and is designed for the 
manufacture of 2000 sides per day. 

The Colonial Tanning Company, 
which firm is made up of three broth- 
ers, Joseph, M. J. and Kivie Kaplan, 


‘have been specialists in the sale of 


patent leather ever since they became 
established in business, and rapid 
growth is evidence of their sales abil- 
ity. 

Joseph Kaplan, who has been selling 
patent leather since 1914, has spent 
most of his time from 1919 to 1925 
traveling in foreign markets in Europe 
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A. J. Crowhurst 





Joseph Kap!an 


and the Near East and has gained some 
knowledge of the requirements of for- 
eign markets. M. J. (Archie) Kaplan 
has travelled also in Europe and has 
spent a great deal of time with the 
trade in St. Louis, Milwaukee, Chicago, 
Cincinnati, Rochester, New York and 
Philadelphia. Kivie Kaplan has han- 
dled the New England trade, and now 
has complete charge of the salesrooms 
at 207 South Street, Boston. 

In addition to the main office, the 
Colonial Tanning Company has an of- 
fice in New York City at 190 William 
Street, of which Joseph Ehardt is the 
manager. The European headquarters 
and foreign offices are located at 42 
Camilla Road, London, S. E. 16, and 
are in charge of Herbert W. Cook. 
They are represented in the domestic 
markets as follows: 

H. T. Tankersley & Co., 1709 Locust 
Street, St. Louis; Edward Wenzel, 809 
E. Lexington Blvd., Milwaukee; R. S. 
Begien Company, 1109 Second National 
Bank Bldg., Cincinnati; John Siebert, 
22 Andrews Street, Rochester, N. Y.; 
A. C. Mills, 327 Arch Street, Philadel- 
phia. 

In the foreign markets, they are 
either represented or have importers in 
almost every country to which Ameri- 
can made patent leather is exported. 





Two New Los Angeles Shops 


Los ANGELES—Two new branch shoe 
stores, each with a modern store front, 
have been opened recently in downtown 
Los Angeles. One, Chandler’s, with a 
light mottled facade, combines metal 
and frosted glass in a novel application 
on the show windows, and terrazzo for 
the entranceway. This store is located 
on South Broadway, while Leed’s, the 
other new shoe store, is on West Sev- 
enth Street. A facade of black glass 
and chromium plated trimming makes 
this store front distinctive. The inte- 
rior of both stores is a soft apple 
green, a silvered effect being the varia- 
tion at Chandler’s. Lighting fixtures 
are particularly attractive, in both in- 
stances subscribing to the modern de- 
sign in pendant luminaries, Leed’s 
featuring the cylinder treatment and 
Chandler’s an oblong effect with chrom- 
ium plated trimming. 
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Convention visitors are invited to see the latest develop- 
ments in different shoemaking methods — Goodyear Welt, 
Goodyear Turn, McKay, Tack and Staple Lasted Cement, 
Littleway, Colton Process and Stitchdown and particularly 


THE NEW 


SILHOUWELT 


SHOE 


A welt-constructed shoe with lightweight 
outsole and close-fitting edges and shanks 


and 


THE NEW 


UCO 


(TRADE-MARE) 


SHOE 


A shoe of marked flexibility without staples or tacks in the shank or fore- 
part, the sole of which may be attached by cement, chainstitch or lockstitch. 


Palmer House, Chicago, Rooms 602 and 603 
January 4, 5 and 6, 1932 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 













‘W. 8. CHASE & SONS, INC., 

HAVERHILL, MASS. 

Men's Full Leather Lined 
Handturned Slippers 


Priced from $1.85 


Kid Pullman Sli 
colors and Black with 








HORCO SLIPPERS are made better— 


VINCENT HORWITZ CO, Inc. 
64-76 W. 23rd St. New York City 











Men’s Hand Turned Slippers 
ROMEOS EVERITS OPERAS 


ALL LEATHERS $2.00 to $2.50 
GOLDEN BROWN KID —IN STOCK 


ROTH SHOE COMPANY 
MANUFACTURERS 
50 N. FOURTH ST. PHILADELPHIA 














WHERE TO BUY 


WV omen's Shoes 











FOR WOMEN 
THE JOHN EBBERTS. SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE Co. 
Chicago, Ill 














New Hirsch Department 


BIRMINGHAM, ALA.—The opening of 
a new shoe department is to be held 
about January 2 at the Hirsch Milli- 
nery Company. The department will be 
known as the Hirsch Shoe Salon, Jack 
Davis, Inc. A line of high grade shoes 
will be carried. Such lines as Laird & 
Schober, Foot Savers and Fashion 
Plate will be stocked. 

Jack Davis, for the past seven years 
with Loveman, Joseph & Loeb, will be 
manager and president of the corpora- 
tion. Arnold Hirsch is vice-president 
and Herman Rosenberg will serve as 
secretary. Both Rosenberg and Davis 
were previously with Loveman, Joseph 
& Loeb. 
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Langley in New Firm 

St. Paut—Port-Lang Shoes Incorpo- 
rated is a new institution that will 
open a store in the remodeled New 
York Building at 6th and Minnesota 
Sts. after the first of the year. It will 
readily be noticed that the name is 
from the first syllable of the name of 
one of the incorporators, George E. 
Porter of Minneapolis, and the first 
syllable of the name of a second in- 
corporator, Joseph M. Langley of St. 
Paul and Fergus Falls, Minn. The 
third incorporator is like the first, a 
traveling shoe salesman, M. E. Graham 
of Minneapolis. Mr. Langley is well 
known in national association circles 
and for his work in the Northwest 
Regional organization. Previous to go- 
ing to Fergus Falls recently to take 
over the shoe section of the Nordy Co., 
he was manager of the shoe depart- 
ment for the Golden Rule Store and 
immediately before that of Schune- 
mans & Mannheimers store. The firm 
is incorporated at $50,000. It will re- 
tail shoes for all members of the 
family. 





To Distribute Wheat 


York, Pa.—Mahlon H. Haines, owner 
of a chain of retail shoe stores, with 
offices here, will distribute 1000 bushels 
of raw wheat to the needy of York. 
The wheat will be placed in 64,000 pint 
packages. Mr. Haines hopes to prove 
that raw wheat can be used as a pal- 
atable and cheap food. If the experi- 
ment is successful, he will urge the dis- 
tribution of the Federal wheat surplus 
among the needy of the nation. With 
each package, Mr. Haines is giving a 
recipe for preparing the raw wheat as 
a palatable food. 





Brodes Opens Branch 


SEBRING, Fia.—Henry Brodes of 
Fort Meade has opened a branch store 
in Sebring in the Buckeye Building on 
North Ridgewood Drive. A high grade 
shoe department featuring men’s, wo- 
men’s and children’s shoes will be op- 
erated. 
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DATES AHEAD 


Annual Convention, National Shoe Retailers’ 
Association, Chicago, January 4, 5 and 6, 1932. 

Annual Convention, National Shoe Travelers 
Association, Milwaukee, January 8 and 9, 1932. 

Boston Shoe Show, Hotel Statler, Boston, Jan- 
wary 11, 12 and 13, 1932. 

Middle Atlantic Shoe Retailers’ Association 
Convention, Hotel Adelphia, Philadelphia, Jan- 
uary 18, 19 and 20, 1932. 

Northwestern Shoe Retailers Association Con- 
vention, Hotel Saint Paul, St. Paul, Minn., Jan- 
uary 18, 19 and 20, 1932. 

Joint Conventions of Texas and Oklahoma 
Shoe Retailers Association, and Southwestern 
Shoe Travelers’ Association, Adolphus Hotel, 
Dallas, January 24-27, 1932. 

Annual Convention and Style Show, Indiana 
Shoe Travelers Association, Claypool Hotel, In- 
dianapolis, February 1 and 2, 1932. 

Ohio Valley Shoe Retailers Association, Desh- 
ppb ap Hotel, Columbus, Ohio, February 

and 9. 


————— aS 





Gave Away Shoes 


ASHEVILLE, N. C.—Lou Pollock, of 
Pollock’s Shoe Store, gave 100 pairs 
of shoes away to needy children Christ- 
mas Day at his store on Patton Ave- 
nue. This was the 19th consecutive 
year that Mr. Pollock has followed this 
custom. 

Letters, asking aid of charitable or- 
ganizations, civic and religious groups 
in the distribution of the shoes and 
stockings were mailed out. Several 
ecards, good for a pair of shoes, were 
enclosed in each of the letters. Thirty- 
seven organizations and individuals co- 
operated in distribution of the tickets. 
Special efforts were made to place the 
shoes with the most needy families 
of the city. 





“Best-Ever” Celebrates 


New YorkK—To celebrate the advent 
of a new and additional department— 
Beach and Sport Sandals—the Best- 
Ever Slipper Company, Inc., 75 Front 
Street, Brooklyn, gave a party for the 
entire staff of employees and their 
friends. 

The party was given on Saturday 
evening, December 19. Upward of five 
hundred employees and their friends 
attended. A colored jazz band provided 
music. Dancing contests, one for the 
old-fashioned waltz and one for the 
fox-trot, were held and prizes awarded. 

The new “Best-Ever Sandals” for 
1932 were modeled and made a real hit. 





McWhirter with Mound City 


St. Louis—The genial B. McWhirter 
is now associated with the Mound City 
Shoe Company of St. Louis, branch of 
Brown Shoe Company, and will cover 
the Pacific Coast. He succeeds B. 
White Williams, deceased. 
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| Efficient Stock Records 
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: An Aid to Profit! 
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i i i MERCHANTS SERVICE DEPARTMENT 
Begin your new year by installing the Recorder BOOT AND SHOE RECORDE 


, : vt 
= Stock Record System (either in book form or 2 > ae 


ra cards)—Samples and prices on request. Gentlemen: 
wer Please send me samples and prices of your 
B Helps you to “buy as you sell’—to know Stock and Daily Sales Record ( ) in book form. 
° ( ) in card form 
whether each shoe is paying its way with a 
— profit, to go light on slow movers, to re-size 
frequently on wanted styles and sizes. City 
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WHERE TO BUY 


Children’s Footwear 








MRS. DAY’S IDEAL BABY 


SHOE CO. 
Soft Soles — Inter- 
mediates. Hard 
Soles— infancy to 
four years! 


Danvers, Mass. 




















CHILDRENS 
FOOTWEAR 
IN STOCK 
Builds repeat business 
| Pree Serie Bechler oo Reguoet 


occasins 
[EH BASS © CO. it Main St, WILTON, MAINE J 



















Children’s Fine Goodyear Welt Shoes 
THE GILBERT SHOE CO. 
THIENSVILLE, W'S. 








PATENTED 


ROBA» 
"SHOES 


Finest Quality Children’s Shoes 


M factured ly since 1892 





by 


SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 
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WHERE TO BUY 


Vamp Easers 
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Vamp F:zers 


Relieve press 


nh nt 


yy HERE 











. 


Good Call for Spats 


Kansas City, Mo.—Although this 
has been a season of unusually mild 
weather, the calls for spats have been 
greater than in many former years. 
High school boys, young men and older 
men are wearing them, but the volume 
of demand is from the younger set. 
Light gray and medium shades of gray 
are outstanding. 


OBITUARY 
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Thomas F. Atkinson 


BostoN—Thomas F. Atkinson, one of 
the best known shoe wholesalers in the 
East and president of the Atkinson 
Shoe Co., this city, died two days be- 
fore Christmas at his home on Fresh 
Pond Parkway, Cambridge. 

Mr. Atkinson, who was born in 1867, 
entered the employ of S. Rosenberg & 
Co., another big wholesale house, when 
he was a young man, and remained 
with them for many years, gradually 
winning for himself a position of re- 
sponsibility. Eventually he went into 
business for himself in company with 
his son, Lieutenant Colonel John B. 
Atkinson, a member of the Governor’s 
staff. His widow, his son and two 
daughters, Mrs. Etta B. Howard and 
Mrs. Florence Egan, both of Cambridge, 
survive him. Funeral services were 
held Dec. 24 at the Sacred Heart 
Church, in the Mount Auburn section 
of Cambridge. 

Mr. Atkinson was a member of Cam- 
bridge Council, Knights of Columbus; 
Bishop Cheverus Assembly. Fourth De- 
gree; Cambridge Lodge of Elks; Catho- 
lic Union; the Old Newtowne Club, and 
the Boston Club of Cambridge, of which 
he was one of the founders. A number 
of years ago he served on the Board 
of Trustes of the Cambridge Public 
Library. 





William M. Montgomery 


LOUISVILLE—William M. Montgom- 
ery, 46 years of age, for several years 
connected with the Hoge Montgomery 
Shoe Co., (manufacturers) of which 
his brother, James W. Montgomery, is 
general manager, died at his home in 
Frankfort, Ky., December 26. after a 
long illness. He is survived by his 
widow and four daughters. Mr. Mont- 
gomery had long been active in busi- 
ness circles of central Kentucky. Two 
other brothers survive, including Frank 
and Zachary Montgomery. Mr. Mont- 
gomery was born at Lewisburg, 
W. Va., a son of the late James F. 
Montgomery. 





Mrs. Charlotte Heald 


Boston—Mrs. Charlotte Heald, widow 
of Arthur C. Heald, formerly treasurer 
and general manager of the Stetson 
Shoe Co., of South Weymouth, Mass., 
died Sunday, Dec. 20, at her home in 


50 


that town. Funeral services were held 
Tuesday afternoon, Dec. 22. 

Mrs. Heald, who was 68 years of age, 
is survived by two sons—Charles, who 
succeeded his father as general man- 
ager of the company; and Stanley. 
Heald, who is vice-president in charge 
of production. There are, also, two 
daughters, Mrs. Albert Vinal and Mrs. 
Thayer McBride, both of Weymouth. 





Edward C. Dunmeyer 


INDIANAPOLIS—Edward C. Dunmeyer, 
69 years old, associated at one time 
with George J. Marott of this city in 
the organization and operation of the 
Manufacturers’ Shoe Co., died at his 
home here. He was born in this city 
and had lived here all his life. He 
was identified with several concerns. 
He is survived by three sons. 





Derbin Meyers 


EVANSVILLE, IND.—Derbin Meyers, 47 
years old, superintendent of the Mid- 
States Rubber Co. of Evansville, died 
in a hospital several hours after his 
wife had found him on the floor of his 
garage with a bullet in his brain. 
Meyers’ automatic pistol was found on 
the running board of the automobile. 
The shooting is believed to have been 
accidental, for there were no unusual 
financial worries, according to the 
widow, who is the only survivor. 





Carl Shumate 


HINTON, W. VA.—Carl Shumate, 52, 
a prominent business man, died at his 
home here on Dec. 16. He was a mem: 
ber of the Alderson-Shumate Co., oper- 
ating a retail shoe store here, and was 
also a stockholder in the E. M. 
Meadows Furniture Co. He was a di- 
rector of the First National Bank and 
was also a member of the County Court, 
having been elected for a six-year term 
in November, 1930. His widow and a 
daughter survive. 





John G. Matheys 


BOYERTOWN, Pa.—John G. Matheys, 
aged 46 years, for the past three years 
owner of a retail shoe store here, died 
after an illness of several months. His 
widow and two sons survive. 





George M. Dugins 


Tuscaloosa, ALA.—George M. Du- 
gins, who was engaged in the retail 
shoe business twenty years in Tusca- 
loosa, died recently. He was born in 
New Albany, Ind., March 15, 1865. 
His two friends, Irvin and Robert, will 
continue the business. 





Edward G. Whitaker 


POUGHKEEPSIE, N. Y.—Edward G. 
Whitaker, 62, died here recently fol- 
lowing a long illness. He was a partner 
in the retail shoe firm of Gilbert & 
Whitaker until illness forced his re- 
tirement. A wife and daughter sur- 
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WHERE TO BUY 
Ballet Slippers 








/HARD TOE DANCING SLIPPERS 
“ IN STOCK 
Pink, White, $BGO 


Black Satin, 
Black Kid P 
Sizes: 5 Childs to 8 

Widths B to E 

Send for Catalog and 
Agency Proposition 

BEN & SALLY THEATRICAL FOOTWEAR, Inc. 
244 West 42nd St., New York, N. Y. 


AIR 
Ladies 











In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 


BALLET SLIPPERS 























WHERE TO BUY 


Shoe Forms 


| Zarry. Jorms| 


FOR SHOES AND HOSIERY 
made from white, 
transparent or colored 
FAIR YLITE 
Shee Form Co. Ine., Auburn,N.Y. 
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WHERE TO BUY 


Dancing Sandals 


i li i eli ei i i eli li edi li di 
* KENDALL’S 
For Aesthetic 

Dancing 


IN STOCK 


GRECIAN 
DANCING 
SANDAL 
aaaceaeeenll a 













Price $.75 


Sizes 6 childs’ 
to 10 women’s 


sender. C 











KENDALL SHOE COMPANY: * 





* HAVERHILL, MASS. 





« ON THE SELLING END « 


News of the Travelers and Sales Activities 





Lunn & Sweet Division Organizes 


Under the direction of Fred Adams, 
sales manager of the Lunn & Sweet 
Division of Ault-Williamson and Ault- 
Shackford Shoe Companies, there has 
been prepared an intensive campaign 
directed to users of “Ye Olde Tyme 
Comfort” and “Sally Sweet Suspension 
Arch” Shoes. 

The following salesmen now have 
the lines and are in their territories— 
Jess A. Fielding, Maine, New Hamp- 
shire, Vermont and Eastern Massa- 
chusetts including Boston; M. C. Bent- 
ley, Michigan, Wisconsin and Northern 
Illinois; George Huber, Brooklyn and 
vicinity and part of New York City; 
J. J. Scanlon, Southern New Jersey, 
Delaware, Maryland and Eastern Penn- 
sylvania including Philadelphia; H. J. 
Marks, Georgia, Alabama, Mississippi, 
Louisiana, Tennessee and Florida; E. 
E. Carpenter, Colorado, Wyoming, 
Utah, New Mexico, Arizona, El Paso, 
Tex., and a part of Nebraska; H. M. 
Barnes, New York State except New 
York City; E. J. Muehsam, Bronx and 
Westchester County, New York; 
Jerome Light, Staten Island, and New 
Jersey including Red Bank and Tren- 
ton; A. B. Stanley, Virginia, West Vir- 
ginia, North and South Carolina; F. 
W. Small, Ohio and Western Penn- 
sylvania; Walter Overton, Northern 
California; O. D. Morse, Southern Cali- 
fornia; Ed. Adams, Washington, Ore- 
gon, Northern Idaho and Montana; 
Ross Bowman, Indiana and Kentucky; 
Guy Small, Massachusetts, Rhode Is- 
land and Connecticut. 

Henry Deidesheimer—Missouri and 
Southern Illinois. 

An In Stock Department at Auburn, 
Maine, on Ye Olde Tyme Comforts is 
now complete and catalogs will be fur- 
nished on request is the word from 
Company headquarters. In a first an- 
nouncement to the trade some weeks 
ago Mr. Charles Ault, president, stated 
that the purchase included not only the 
trademarks and good will but also the 
lasts and patterns formerly used by the 
A. J. Sweet Company and pledged his 
company to maintain the standards of 
quality merchandise, prompt service 
and full cooperation. 





Returns from Eastern Trip 


St. Louis—Stanley Olshwanger of 
the St. Louis Novelty Shoe Co. has just 
returned from a two weeks’ trip up 
East. The spring line will be ready 
the first of the year and will have these 
new shoes displayed at the Chicago con- 
vention. Right after the convention 
the salesmen will start out with the 
new spring line, which will be in charge 
of Al Melnick, who is sales manager. 
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Queen Quality-Dorothy Dodd 
Salesmen 


Organization of the sales force of 

the Queen Quality-Dorothy Dodd Divi- 
sion of the International Shoe Com- 
pany has been completed. The men got 
into their territories with their new 
sample lines the first of the year. A 
list of the salesmen and their respec- 
tive territories follows: 
- Arthur H. Park, Maine, New Hamp- 
shire, Vermont and part of Massachu- 
setts except southeastern; C. G. Wayne, 
eastern Massachusetts, Rhode Island 
and Connecticut; Charles H. Foss, New 
York State; W. C. Cleveland, Pennsyl- 
vania; F. B. Hehl, lower New York 
State; W. H. James, New Jersey, 
Maryland and Delaware; S. A. Ward, 
West Virginia, Virginia, North Caro- 
lina, eastern Tennessee and eastern 
Kentucky; L. A. Gerland, Alabama, 
Georgia, South Carolina and Florida; 
J. J. Karges, Louisiana, Mississippi, 
Arkansas, western Tennessee, western 
Kentucky and southern Missouri; L. D. 
Mazur, Ohio, Illinois and Indiana; C. R. 
Drummond, Michigan, with exception 
of Upper Peninsula, also extreme 
northern Ohio; John S. Byrnes, Min- 
nesota, Wisconsin, North and South 
Dakota, Peninsula of Michigan; R. E. 
Byrnes, Kansas, Nebraska, Iowa and 
northern Missouri; Julian H. Chap- 
man, Chicago district, southeastern 
corner of Wisconsin, northern Illinois; 
A. S. Pickens, Texas and Oklahoma; 
J. A. Luke, California and West Coast; 
W. B. McNutt, Arizona, New Mexico, 
Colorado, Utah, Montana, Wyoming. 





Valley Shoe Sales Staff 


St. Lovis—D. G. Goldman, president 
of the Valley Shoe Corporation, St. 
Louis, announces that he has completed 
the organization of his sales force to 
cover the entire country. 

Jack Doucette works from Chicago 
east, with headquarters at 1009 Mar- 
bridge Building, New York. Edwin 
Reinhart travels from Denver west. 
Ray Trenor covers the Southeastern 
States, John Bennett the Southwestern 
States, and “Doc” Cook the Central 
and Midwestern States. Mr. Goldman 
states that they have closed a very 
satisfactory year, also that they have 
and will continue to maintain their 
grades. 


Benjamin Hill With K.-D. 


Benjamin F. Hill is now a member 
of the selling staff of Krippendorf- 
Dittman Company, covering his usual 
territory. 








> THE PURPOSE OF BUSINESS IS PROFIT 4 
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The New Shoe Year 


[CONTINUED FROM PAGE 36] 


of inferior merchandise and will return to those mer- 
chants who have built confidence for value in what 
they sell at a price consistent. 

“I do feel that we must get a proper mark-up if 
we are going to stay and not try to beat the other fel- 
low on price. We must have faith in our ability to 
serve the public.” 


Arthur Gale, Powers Mercantile Co., Minne- 
apolis, Minn.: — 


“Success is inevitable for the buyer or store owner 
who accepts the volume of his business of 1931 as his 
quota for 1932 and concentrates all his efforts in 
making a profit on that volume rather than trying to 
inflate it to abnormal height again. We must keep 
uppermost in mind that additional volume is only 
justifiable by a corresponding amount of our normal 
percentage. 

“My second thought would be in the form of a 
warning to merchants who have lost volume during 
1931 and become chronic expense reducers in a des- 
perate effort to reduce losses: 

“Don’t make the mistake of dangerously reducing 
your stock control expenses; reducing your advertis- 
ing cost; reducing your window display cost; reduc- 
ing your staple stocks; reducing YOUR STAND- 
ARD OF QUALITY reducing your price lines; re- 
ducing your service. But don’t fail to—reduce your 
returns and adjustments (by better selling) ; reduce 
your mistakes in buying (by more careful study of 
style trends); reduce your mistakes in overbuying 
(by bétter planning. and your enthusiasm’ modified 
with judgment); reduce your mistakes of stock 
shortage (by being on the job). | 


William F. Toher, Oneida, N. Y.:— 


“In my opinion there is one thing needed more 
than anything else at this time by the average shoe 
dealer. That is ‘backbone’ and a determination to 
stick to quality. By this I do not mean that he must 
offer only high priced shoes, but he must not swing 
too far the other way. 

“There is an insistent demand at this time for lower 
and lower priced shoes. This calls for will power to 
withstand the pressure. When the reaction comes, as 
it soon will, the dealer who sticks to quality and for- 
gets the bargain hunters will be the winner. 

“I feel the clouds are already beginning to lift.” 


Allen H. Meadors, Nashville, Tenn.:— 


“Not in prophecy, but rather in spirit of optimism, 
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I say: ‘Our stocks are lower than in a good many 
years previous—our overhead is less, for we are look- 
ing facts and figures squarely in the face, and have 
met the conditions like real men.’ 

“Shoes will be cheaper, involving less capital. 
Crops throughout this Southern country are bountiful, 
which means that few will go hungry. 

“Our banker has tolerance in his mind, and on his 
heart, and as the year 1932 rolls in upon us, I cannot 
help but feel that it will bring joys that will far over- 
balance the keen disappointments that the business 
year 1931 produced.” 


Mose Leibowitz, York, Pa.:— 


“While 1931 was a hectic year for many shoe store 
operators catering to popular priced family shoe trade, 
we have sailed along with less difficulty than previous 
years due to a marked change in our merchandising, 
and that change was “Concentration.” We have been 
in business eleven years and have just closed our 
first year of concentration on one line. And as we 
enter 1932 we are more firmly convinced than ever 
that this plan of concentration offers the soundest and 
safest as well as the most profitable. 

“Concentrating has brought us many advantages. 
Among which are: No duplication of styles, smaller 
stock, fewer odds and ends, better turnover, uniform 
quality throughout the entire stock, more satisfied cus- 
tomers and more repeats for the same brand of shoes. 
Instead of a conglomeration of various makes of shoes, 
we now present one solid front on our shelves through- 
out the entire store.” 


George F. Runge, Jr., Paducah, Ky. :— - 


“We find after three generations in the shoe busi- 
ness in this modest community, that trade is built up 
and repeat business (which is vital) can be had the 
same as it was years ago. 

“People still respond to courteous, intelligent ser- 
vice, good reliable footwear at reasonable prices, and 
still like to be known personally by the manager as 
well as the salesman. They still appreciate a 7A on 
their foot in place of a 6B, and the merchant who 
forces his salespeople to get the money, regardless, in 
order to clear out stock on account of slow business, is 
going to pay dearly. 

“We believe people are going to want good fitting 
footwear in 1932, and we are going to make a great 
effort to have a good assortment on which we will 
get a good markup, and we are going to try to get as 








many new customers (which are ripe for picking) as 
possible.” 
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Robert E. Kerwin, Framingham, Mass. :— 


“The shoe retailers and other business men who 
carry on in a normal sensible way—by having rea- 
sonably well balanced stocks and paying adequate 
salaries to their assistants, will gradually force the 
manufacturers and wholesalers to discontinue the 
policy of trying to do ‘business with reduced salaries 
and depleted stocks. 

“Common sense on the part of bankers to cooperate 
with manufacturers. 

“Common sense on the part of manufacturers to 
produce. 

“Common sense on the part of wholesalers and re- 
tailers to carry normal amounts of merchandise, will 
gradually stabilize business and creat employment for 
the buying public. 

“BE SENSIBLE—BE NORMAL—BE COUR- 
AGEOUS.” 


W. B. Taylor, Fort Worth, Tex. :— 


“There are 340,000 factors belonging to 170,000 
people representing a pair of feet to every inhabitant 
of the city of Fort Worth that will really need one 
or more pairs of shoes the coming season. Most of 
these people will buy shoes and will be willing to pay 
their merchant a fair profit on each sale if they can 
be reasonably assured that the shoes they purchase 
will not be on SALE within a few days at prices from 
10 per cent to 30 per cent less than they paid. 

“We have been so eager to give to the public some- 
thing different every few weeks in order to gain vol- 
ume that we have failed to take into consideration the 
terrible cost of the unsold pairs. This cost represents 
not only a lack of profit on the SALE SIZES but an 
elimination of a profitable sale to the habitual Sale 
Seeker. Let’s buy the majority of our styles so that 
we can, with a great degree of safety, fill sizes to 
them and postpone our sales until July and January— 
even though we are forced to disappoint the SALE 
CUSTOMER, and in so doing still retain the con- 
fidence of the public. 

“Forget volume, by fewer ‘Sales’ styles and more 
sizes in good fitting shoes, forget how to write a sale 
ad and still be able to render to our clientele a distinct 
service that will keep the red ink off of our books 
regardless of the volume of business we have done, 
and we feel that before the year 1932 is over busi- 
ness will not be so bad.” 


R. M. Broadhurst, Denver, Colo. :— 

“It is our belief that within ninety days the retail 
business will be on the road to recovery. 

“It will probably be slow and gradual and the extent 


‘of recovery will be very largely based on the amount 


of readjustment which each retail concern makes in 
its overhead expenses, and its ability to adjust retail 
prices to lowest and latest costs. 

“With this accomplished, and with courage and 
faith in the American people to overcome obstacles, 
we should proceed to a more enduring prosperity than 
that of recent years.” 


Frank P. Meyer, Danville, IIl.:— 
“SHOE BUSINESS FOR THE COMING YEAR.” 


“Nineteen thirty-two will show more better shoe 
business than was done in 1931. Many may laugh 
when they read my predictions in the above caption. 
I am firm in the belief that shoe business will be bet- 
ter in 1932 than for the past some years. 

“However, it will be better for better shoe men only. 
By better shoe men I mean those who handle better 
shoes and eschew the cheapest types which have in- 
vited so many novices into the game. 

“The public is beginning to realize that the $8.50 
shoe is cheaper than the $5.00 shoe,:as it costs about 
2 cents a day more to wear a good shoe and also a 
good shoe will keep their feet in healthy condition. 

“The cheap, ill-fitting shoe has been a Godsend to 
the foot relief specialist. 

“A great percentage of shoe sellers have as much 
right to sell shoes to people as a blacksmith has to fill 
a tooth, or a structural ironworker to perform an oper- 
ation for appendicitis. It is more probable that the 
uninformed shoe seller really can cause more real ills 
than the blacksmith or the iron-worker, and yet we 
shoe men who know our business never raise our 
voices in protest. : 

“As a last word I want to say that the shoe-wear- 
ing public is showing more intelligence than wé shoe 
men, for it is a fact that they are demanding better 
fitting and better made shoes and are showing a will- 
ingness to pay the price for the proper shoe. 

“Therefore my prediction that there will be better 
shoe business in 1932 than the past few years.” 


John Slater, J. & J. Slater, New York City:— 


“Let’s stop worrying over the ills of the past— 
let’s push aside conjectures for 1932—and let’s recog- 
nize, employers, be you large or small, that yours is 
the job of leadership—and to you alone, is dedicated 
the work of adjusting the mechanisms of the great 
country’s business machinery. 

“No one act—no one leader—no legislation can do 
the work of thousands of leaders. Stop waiting for 
the miracle to happen. 

“Recognize and understand that your policies, ad- 
justments and forecasts must be predicated upon the 
substantial, broad, human «foundation that for acts 

[TURN TO PAGE 60, PLEASE] 
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A FAST FOUR DOLLAR SELLER 





THE 
For Men in F F A Real 
Stock AITHTUL Proposition 
Winchell Shoe Mfg. Co. :-: Natick, Mass. 












SHOE MEG. CO. - 
MILWAUKEE, WIS. 
STRONG LINE OF 


JUVENILE FOOTWEAR 
——IN sTOCK——— 





Reg. 
U. & 
Pat. 


Office 
No, 282464 








The United States Leather Co. 
2 Park Avenue New York City 


TANNERS 
of 
HIGH QUALITY 
LEATHER 
Sole, Rough Belting, Harness 











MEN’S AND WOMEN’S 


ow far oop 
SCOURED OAK SOLES 


THE SUPREME IN QUALITY 
FOR SERVICE AND WEAR 
KISTLER LEATHER CO. 
BOSTON, MASS. 


ESTABLISHED 1840 








Hemortred Heels 


Soles 


Tread on Armortreds 


QUABAUG RUBBER CO. 
North Brookfield, Mass. 
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Rk Shoe 


BUILT WITH THE STA-SMOOTH 
INNERSOLE—EXCLUSIVE—PATENTED 


PECK SHOE CO. 
WORCESTER, MASS. 











Always a Mark of 
. Satisfaction 
MET On Shoes for Young People 


SINBAC 


the Helthy-Fut Line 
211 W. Monroe St. 
Chicago, Ill. 








“Known As the Safest” 
Preferred by the ma- 
jority of quality lead- 
ers in shoemaking 


SETON LEATHER CO. 
Newark, N. J. 














%h and Westmoreland Sts. 
North Philadelphia, Pa. 


Tanners of 
Black and Colored Kid 
and Kangaroo Leathers 


SURPASS LEATHER CO. 











The New 
RAJAH SOLE 


Sets New Standards of 
Comfort and Value 


ALFRED HALE 

RUBBER CO. 

Established 1837 
NORTH QUINCY, MASS. 














RUBBER FOOTWEAR—CANVAS SHOES 
RUBBER FLOOR TILING — RUBBER SOLES AND HEELS 
HOOD RUBBER COMPANY 


Watertown Massachusetts 














Creaters—Designers—Producers of Fine Lasts 


MORTON LAST CO., CINCINNATI, OHIO 
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START THE NEW 





Do You Ever Wonder What Your 
Window-Shopper Is Thinking? 


You can double the pulling value of your windows with Recorder 
Display Cards and Price Tickets, because they guide the think- 
ing of your window-shopper. 

People don’t buy until they want or need your merchandise. 
Appeal to that want on a basis of service, quality, personal satis- 
faction with the purchase. So-called cut prices, bargain prices, 
sales prices (except for broken sizes) have the effect of creating 
doubt as to the value offered in your window-shoppers’ minds. 


Women do compare values, usually in three stores—and the 
“cheapest” doesn’t get more than a 50-50 break. An even bet 
is no bet. 

Make ‘your merchandise attractive in display—use Recorder 
cards for color and to talk your store service—and your businss 
will improve. 


Each month’s set of cards is colorful, artistic, with die-cut top, 
with hand-lettered selling messages, making it comparatively a 





simple matter to make the window trim fairly alive with your | 


hearty invitation to come inside. 


Recorder Show Cards double the value of your window dis- 


plays! 
Complete Service Sent on Request for Inspection and Trial 





December 





Youre 


‘heir Ghrstmas} 
Bay Now, 


and get af 
Sull seasons: 
wear. 


4 


White board, design in bright 
red and green; text in black 
7x12 
JANUARY CARDS 
Complete Texts 
sent on request: 

5 cards—Women’s Shoes 
2 cards—Men’s Shoes 
1 card—Children’s Shoes 


5 card—Hosiery 
cards—On Store Service, 


7 tol text—35c. each 
Special Introductory Service 
4 cards, with 50 blank tickets 
without card holders at $1.50 

per month 
On Annual Contract—Two 
Holders Supplied 




















Attractive, 
Colorful 
Hand-Lettered 
Price Tickets 
In all denominations 
and blanks 


D—Modernistic ome ba -4 
tone, Purple wi e 
edge or red with ck 
edge, on white. 

6 dozen, $1.60 
12 dozen, $2.50 

All other price tickets illus- 

trated are in two or more 


colors, t “H,’’ which 
is plain “putt. 


6 dozen, 85 

12 dozen, $1.50 
~<a clips for price 

ti ice ets. 


i* goes,” $5.00 


aes. Carton Tickets 
$2:50 per 500 
50 he a 


MANY 
PRICE TMCKETS 
IN STOCK 


ALSO: Profit Charts Daily 
Stock Record, and Financial 
Record Systems. Ask for 
Samples. 


Check | Peg Order— 


r odd price ticket denom- 
de Ro not in stock and 
hand lettered, 15c per dozen 
additional. 


FREE—A Profit Chart, pocket size, with each order of (24 doz.) price tickets; clips or carton tickets. 
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-|1YEAR RIGHT! 


Annual Display Card 
Service includes: 


“Store Window Bulletin,” supplies 
merchandising and display sugges- 
tions each month. 
Special Cards, 
wanted. 
Exchange of Cards: Annual card ser- 
vice subscribers may exchange any 
cards received for others of the cur- 
rent month whose texts better cover 
their merchandising program. 


Price Tickets: Blank tickets match- 
ing the current month’s cards, sup- 
plied free; neat tickets with prices as 
wanted, but which do not match the 
show cards, also supplied annual 
card subscribers free tickets with 
prices as wanted which match the 
cards are 50c per 100 additional. 





with wording as 





YOUR CHOICE OF HOLDERS 
Gold and Black ‘frame and Oval base—burnished gold— 
3 color trim 


Exclusive Franchise is given with an- 
nual card service to one merchant in 
an average size town, suburb or city 
shopping center. 


base—3 color festoon 


Either holder harmonizes with the finest of window display 


fixtures. 


COUPON 


BOOT AND SHOE RECORDER 
Republic Bldg., Chicago, IIl. 


Select the 
Service You Wish— 
Then Mail Coupon 


Please enter our order for the Recorder “Selling 


Messages” card service No. for one year, 
consisting of cards, each month and 


13 hand designed cards each month, each 
with different sales messages, die-cut tops, 





8 
8 
A 
‘ 
| 
4 
i] 
] 
| 
J 
i 
i] 
Service ' ; 
ee . with @ art card holders, with the first month’s service, be- 
colorful, artistic, size 9 by 12 inches; with § ginning with cards for January for which we will 
? No. 1 100 blank price tickets to harmonize with g pay $ per year, payable $ per month. 
| $5.00 sce cards each month (or with prices im- : For cash in advance full year’s service, 5% discount. 
| ° printed, selection of prices as wanted, 50c. . (If for ~~ unforeseen er 99 rs wish to discontinue 
a service before expiration of order, we agree to pay 
| Monthly per month additional). Also 6 card holders g 1.99 per month additional for each month’s card 
with first month’s service. : a rraatag and —— s owes card Fp er ss 
4 e sell Men’s, Women’s, Children’s shoes and hosiery. 
° © ] 
Service oa Senate . (Cross out lines not carried.) 
por 100 blank price tickets $3.00 50 blank price tickets g Prined Price Tichess— —_ , P 
j 4 card holders Monthly 2 card holders a” bs Ls ¥ — any 
Monthl i 
, Checks from foreign subscribers must be drawn ae MUI 56201 Cones inwcaseerecesnae 
on United States banks, or include exchange. H 
i] 
Merchants Service Dept. COT os he oe haa eenbaae Teer ee mn 
8 ° 
BOOT AND SHOE RECORDER i ce 
j 
° ° 8 
Republic Bldg., Chicago, Ill. . SMMAGR SS a cts Wiad  Dihis seins WU Rae ae eae malaeaes 
8 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


. ~ ee 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











for Real Salesmen. 


SLIPPERS: SPORT-O SANDAL, SALESMEN WANTED 


“KOZY KOMFORTS” invites correspondence NOW; from Live Wire Shoe 
Salesmen actively working their territories: We have a Splendid Slipper- 
Sandal Selling Proposition, that will Produce a Big Revenue and Commission 


Our 1932 Lines have been revamped with Quality Styles in Slippers and 
Sandals, in Price Ranges that fit perfectly into Today’s 
Leather and Padded Soles Styles—in Fabrics, Leathers, and Sheepskins. 


Write Today: Give us full details about yourself in first letter, with Slipper 
Experience, References, etc.—Address: Kozy 
3835 No. Richards Street, Milwaukee, Wisconsin. 


lling Programs. 


Komfort Shoe Mfg. Company, 











Are You Selling High Grade 
Shoes to High Grade 
Shoe Dealers? 


If so, and you can use more in- 
come, you will be interested in our 
live side line of infants footwear. 
Not just another line of shoes, but 
one built expressly to care for the 
infant during the creeping and 
early walking stage of develop- 
ment. ‘“Self-Starter’ shoes have 
all the features and merit built into 
them that appeal to both mother 
and doctor. This short specialty 
line consists of about twenty shoes, 
easy to carry and handle. 10% 
commission. If you fulfill the 
question asked above, and are in- 
terested, write to—The Carpenter 
Shoe Co., Inc., Rochester, N. Y. 











SALESMEN WANTED who are interested in 

a real side line that will assure you greater 
income in 1932. “Step Rite’ infants. shoes 
are full of merit, and proven repeaters. If you 
can devote a reasonable amount of time to the 
most practical infants first walking shoe on 
the market, get in touch with us. 10% com- 


saloniee- C. H. HAWKES & SON, Rochester, 


AN advertised line of Infants to Growing 
Girls shoes carried in stock in_ widths is 
open for New York State. Address C-740, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. . 


ALESMAN with a following of Jobbing and 
Chain Stores, to carry a side line of 
Hard Sole Men’s and Women’s Hind Turned 
Slippers, also Soft Soles, on straight commis- 
sion. Address C-753. care Boot Shoe _ Re- 
sondes. 239 West 39th Street, New York, 





SALESMEN wanted for short side line of 

most successful women’s pumps in America. 
Retail four dollars. Prompt stock service. 

Liberal commission. Address C-754, care Boot 

& Shoe Recorder, 239 West 39th Street, New 
orkK, WN. . 





FOR SALE OR RENT 





FOR SALE—Family shoe store, 150 miles 
from New York City. Good location, estab- 
lished business. Price reasonable. Address 
C-759, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








-IDE LINE INFANTS’ PREWELTS 

D AVAILABLE for men with established trade. 
Stock ition. iberal commission. Old 
established house. Address C-592, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





ALESMEN wanted to carry a complete line 
of ality work shoes and high tops. Old 
establis ine with popular prices. Straight 
commission basis ONLY. Plenty of ter- 
tory open. Address C-719, care Boot & Shoe 
Recorder, 209 South State St., Chicago, Illinois. 





S ALESMEN—Side or full time high grade line 
stitchdowns, all territories, commission basis, 
ood proposition. Displaying at Boston show. 
AYER-HERMAN COMPANY, INC., 11 
Sterling Place, Brooklyn, New York. 





S ALESMEN—Calling on department stores 
and jobbers, to carry Japanese Tennis Shoes 
as sideline. Exclusive Territories. Commission 
basis. Address C-756, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





W ANTED—Salesman to carry line Infant’s 
Prewelts, territories Iowa, Nebraska, Min- 
nesota and Missouri. Address C-755, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


For Sale or Rent 
FACTORY BLDG. 


Allentown, Pa. 


Modern brick bldg. Three 
clear working floors 40’ x 
140’ with offices, elevator, 
toilet rooms, etc., in adjoin- 
ing wings. Light and air on 
four sides. Steam heat, 
sprinklered thruout. Large 
corner lot. Excellent loca- 
tion. 

Built expressly for shoe 
manufacturing. 

Address C-757, care Boot & Shoe 


Recorder, 1201 Chestnut Street, 
Philadelphia, Pa. 











Classified advertising is 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
yable in advance. 
&@® Advertisements for this page must be in our New York office on Friday of the week preceding publication. @ 


Minimum 
In all other cases each 
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LINE WANTED 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








LINES WANTED for Florida. Shoes for 
the entire family retailing from $4.00 down. 
Would consider ladies shoes, novelties, etc., re- 
tailing from $4.00 down. Will exchange refer- 
ences. Ready to go out Jan. 4th. . H. 
PORTER, Box No. 574, Plant City, Florida. 





EXPERIENCED salesman with car desires 
real low priced manufacturer’s line of 
ladies’ or gents’ shoes for South. Have fol- 
lowing ‘of well rated accounts in large and 
small towns from Virginia to Florida inclusive. 
Straight commission basis. V. W. GREENE, 
70 Fulton Street, New York City. 





AM open for most any kind of a line of foot- 
wear on the Pacific Coast. Properly 
equipped for intensive work. Have car and 
good health. Known by all good accounts. 
Will work on a straight commission with a 
reputable house. First class references. L. 
HARDWICK, 741 North Alexandria St., 
Hollywood, Calif. 





SELLING TO SHOE MANUFACTURERS 

If you have a product, machine or specialty 
which is suitable for use in a shoe factory, 1 
will sell it on a straight commission or agency 
basis. I am now calling on shoe manufacturers 
with a specialty of my own. For further par- 
ticulars. Address C-749, care Boot & Shoe 
7, 239 West 39th Street, New York, 





AS _REPRESENTATIVE of Ladies’ Shoe 

Line; connected over ten years with high 
grade manufacturer, excellent reference. New 
York connection preferred. Address C-747, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





A LINE of men’s, women’s or children’s 
» shoes wanted for Greater New York and 
vicinity by a salesman who has sold shoes in 
this territory for the past eighteen years. Have 
a very big following of the best retailers. Have 
always done big business; am now connected 
but desire to make a change. Address C-760, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


N EW YORK WHOLESALER interested in 
Floor Goods, Slippers and Stitchdowns, at 
a price, for January clearance sales. Give full 
particulars, quantities, styles and price. Ad- 
dress C-758, care Boot & Shoe Recorder, 239 
West 39th St., New York, N. Y. 





HELP WANTED 
WANTED—HEAD SHOE SALESMAN, or 


Assistant Manager, exclusive shoe store. 
Must be thoroughly experienced, exceptional 
sales ability. Very best references required. 
Also able to trim windows. State complete de- 
tails your entire shoe experience, age, educa- 
tion, nationality, etc., salary expected in first 
letter, also photo if possible. Answer in own 
handwriting at once. Box 189, Champaign, II). 








BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINBSS PRO- 
FESSION OF YOUR OWN and earn b 
income in service fees. A new system oO 
foot correction; readily learned by any 
one at home in a few weekm Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal —— or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








WANTED TO PURCHASE 





LINE of ladies’ medium priced oxfords and 

sport shoes for the State of South Carolina, 
to retail from two to three dollars, a short line 
referred. Address C-761, care Boot & Shoe 
aaa 239 West 39th Street, New York, 





Everything for Your Windows 
Futuristic Displays and 
Backgrounds 


Artificial Flowers, Vases, Window Fixtures, 
Paintings, Soe. Scenes, Velour Papers, 
Paper ibbon Borders, Decorative Papers, 
Puffing, Foils, Flitters, Valances, Draping Material, 
Grass Mats. ‘Send for Fancy Paper Booklet. Price 
Tickets. 

DAVE’S DISPLAY DECORATIONS 


118 West Broadway, New York 














W OULD LIKE TO TRAVEL Southern ter- 

ritory for a reliable shoe company. Am 
known in southern territory. Can furnish good 
reference. Prefer ladies line of shoes. J. L. 
LOVETT, Adel, Ga. 


POSTER @ DEUTSCH 


486 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 


entire or surplus stocks of 


SHOEBS—DEPT. STORES 


Leases assumed Transactions confidential 


Sell Comfort 
as Well as Style 





VAMP EASER 


Eliminates Binding at Instep 


on pumps and strap slippers; also eases 
_— seam on men’s oxfords and women’s 
es. 

Removes pressure from corns and bunions 
without stretching shoe elsewhere. No strain 
on stitching. 

This remarkable machine is sent on ten day 
trial to responsible merchants. 


PRICE NOW ONLY 89.50 F.0.B. Ohicago. 


5341 Ferdinand St. 
Vamp Easer Co. *" chicago, Il. 
Salesmen—Write for particulars. 














HOTELS 








POSITION WANTED 


POSITION WANTED—As buyer and mana- 
. ger of retail store or shoe department, mar- 
ried man, age 32, with twelve years of success- 
ful experience and proven ability. Excellent 
character and pleasing personality, good style 
man and window trimmer, a progressive, capa- 
ble merchandiser, thoroughly versed on modern 
retailing methods. Best references. Address 
C-748. care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








BUSINESS OPPORTUNITY 





S HOE FACTORY property in ideal town for 
shoe manufacturer to make money, best of 
experienced labor, low wages. This property is 
practically community owned and if you can 
employ good amount of labor you can get a real 
farenn. O. H. WATTS, Committee, Millers- 
urg, Pa. 





SHOEMAN’S opportunity, near Coward’s, 

equipped parlor store with sign and side- 
rs display, rental $160.00. 54 West 47th 
Street. 





BROOKLYN Turn Shoe Factory being or- 
~ ganized. Opportunity for producing out- 
side. Men having connections with better grade 
buyers. Small investment necessary to sub- 
stantiate good faith. Address C-762. care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 
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We will pay the best price for 
your surplus or entire stocks of shoes, 
generat merchandise or department 
stores. Leases assumed. 


Phone . Write - Call 
All matters strictly confidential. 
I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 








HIGHEST CASH PRICES 
PAID 

fer ohee stocks, slew sellers, ote. Shert time 

teveds taken over. 


._ Transactions cenfidentia 
Est. 1890 


MAX GLAUBERG 
387 Church St., New York City 
Phone: Canal 6-2632 











We will buy from manufacturers, 
jobbers, and. retailers, entire or 
surplus stocks of shoes. Our outlet 
enables us to handle large and 
small quantities. 


KIRSCH-BLACHER CO., INC. 


590 Broadway New York 
Phone CAnal 6-4298 and 4299, 
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The Home Hotel 
of New York 


Homelike in service, 
appointments and lo- 
cation ... away from 
noise and congestion, 
yet but a few minutes 
from Times Square... 
garage facilities for 
tourists. 












Room and Bath from 
$3 single $4 double 


500 Rooms 


Home folks will 
like this hotel 


HOTEL 
BRETTON HALL 


BROADWAY at 86th ST. 
NEW YOR => 



















| 











The New Shoe Year 


[CONTINUED FROM PAGE 54] 


to be good for your business, they must be surcharged 
with those elements which will make them helpful to 
your community—helpful to your manufacturers’ 
community, and shun by all means, business associa- 
tions with those who by their greediness, stinginess 
and narrowness are contributing to that which is 
slowly, but ever so surely, passing.” 


O. E. Thorp, Turrells, Seattle, Wash. :— 


“Many of us at the head of business have had 
some indelible memories seared into our minds in the 
past year or two. We have learned to realize that 
after a rise there must be a fall. 

“With those memories in mind, we have full con- 
. fidence that we are approaching another area of 
prosperity. We do sincerely believe that spring will 
bring a turn for the better. 

“In studying the situation, day by day, in compar- 
ing conditions from month to month, it is our belief 
that there is cause for the conviction that we are 
justified in anticipating steady, marked improvement 
during the year ahead of us.” 


Milton G. Harper, Harper’s Walk-Over Shops, 
Philadelphia, Pa.:— 

“With much depreciation taken to new market 
prices, large liquidations of retail stocks and the spirit 
evidenced at the recent show in New York of both 
manufacturers and retailers, getting down to bed 
rock on goods to please the public, our trade is in 
the best position to stimulate public demand since the 
depression started. 

“The spring season offers greater possibilities for 
promotion in our trade. This with more favorable 
retail prices gives us the opportunity to stop declin- 
ing volume and to get a greater share of the public’s 
dollar.” 


Chester Herold, Herold Shoe .Company, San 
Jose, Cal.:— 

“The most important subject to concern the shoe 
fraternity for 1932 is the price situation. 

“A short time ago our firm ran an institutional 
advertisement entitled ‘Guard the Values.’ In this 
advertisement we reminded the people that there was 
a danger point in price buying, and that no matter 
how low prices, went there would always be cheaper 
shoes than they would like to wear. 

“To the trade I want to change this phrase to 
‘Guard the Rebound.’ As retailers there is hardly 
one of us who is not buying shoes at lower prices 
than we actually believe are possible, and in most-of 
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these bargains the manufacturers have lost money, if 
they have not already gone broke. 

“This cannot last forever, and it isn’t good reason- 
ing to expect it. When the manufacturer cannot 
make anything on his product it doesn’t seem to me 
like it’s a very promising outlook for us as retailers. 

“Likewise, we as retailers are fooling ourselves 
by thinking that the consumer expects us to sell shoes 
continually and lose money. I think we must all 
recognize that price is not the most important factor 
in restoring business to a normal ‘basis. But in pull- 
ing down prices to such low levels as we have been 
is making it all the harder to restore the profitable 
price level when good times do come back. 

“If we as individuals face this problem squarely 
we must recognize that it costs very nearly as much to 
sell a pair of shoes on the low price level today as it 
did when the best was none too good. There will be 
a rebound some day, and unless we prepare for it now 
we will find ourselves in the same mess trying to get 
our price levels restored. 


Paul O. Campbell, T. H. Campbell & Bros., 
Middlesboro, Ky. 


“The shoes, if I may phophesy a little, are going 
to be.of an entirely different type, to again make the 
shoe business good. Not the staple patterns that 
many of you have on your shelves today but a de- 
parture to the new. It has been tried and proven 
that the public will buy something that is new and 
different in the way of wearing apparel. You saw 
the Empress Eugenie hat sweep the country, you saw 
it die, to be replaced with other hats, during the 
worst year that most of us remember. Why? Be- 
cause, it was something different. Now—that is why 
I say that shoes are going to be a departure from 
the types we have today, before we shall be able to 
have an increase in shoe business. Change them so 
they cannot wear the pair they had last season. 

“With prices and values adjusted to a new level 
and the retailer watching every corner and turn for 
keeping down all unnecessary expenses, we will find 
shoe value that should bring the public to a realiza- 
tion of the fact that we are in order. 

“Those who have built up a reputation for quality 
shoes, and when the break came, bought all the cheap 
shoes you could find, and went after business hammer 
and tongs, thinking you were out of reach of com- 
petition, find yourself deeper in the mire, now on the 
point of giving up the whole thing to the sheriff. 
We have people in this world who appreciate a lot 
of quality in shoes as well as other things. 
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The... 


NON-MARRING 
NON-SKIDDING 
QUIET HEEL 


Insures 


+ COMFORT 
with SECURITY 






































Made just for 
SLIPPERS 




















GOOD 
LOOKING 


Keyscroll 
Trade-mark 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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A BUYING GUIDE TO 
OUR ADVERTIVYERY 
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Hale, Alfred, Rubber Co., North Quincy, 
MS: sis vencacecscdcéecchecesestsenser 26-27 
Hamel, L. H., Leather Co., Haverhill, Mass., 


Form New Sales Company 
CHIcAGo—George V. Weiss and Har- 


4th Cover | 514 Levi have recently formed a new 
sls db Zapon Company, Stamford, Conn.......... 35 | sales company to be known as the 
r Levi-Weiss Sales Company, with head- 
quarters in the Security Building, at 

BOOTS AND SHOES Madison and Wells Streets, Chicago. 
Both of these men are very well 
Athletic Shoe Co., Chicago, Ill........... 48 SHOE ACCESSORIES known in the shoe trade and enjoy a 
wide experience in all branches of the 

Bass, G. H., & Co., Wilton, Me.......... 50 Pats Co., The, Danbury, Conn...........- 50 | shoe business. 

Ben & Sally Theatrical Footwear, Inc., f George Weiss was formerly of the 
‘aieaiay die peer ohana eae ee ~~ Shoe Lace Co., Ltd., Providence, R. I...... 4 Axman-Weiss Shoe Company and Har- 
a A a ee old Levi was for many years buyer for 


Booth, Walter Shoe Co., Milwaukee, Wis... 23 


Warner, W. W., Mfg. Co., Cincinnati, Ohio. 37 


women’s, misses’ and children’s shoes 
for Selz Schwab & Company. 


Chase, W. S., , Haverhill, Mass..... : 
ral ae doc ~~ ~ gain > They will cater to the “volume trade” 
Clapp, Edwin, & Sons, Inc., East Wey- only and will exhibit the following lines 

mouth, Mass. .........-.2+-.-+seeeeeees 46 SHOE STORE EQUIPMENT at the N. S. R. A. convention at the 


Dave’s Display Decorations, New York City 59 


Palmer House, Room 1043, Jan. 4, 5 
and 6: Bedford Shoe Co., Bell Bros. 


Devolder Bros., Boston, Mass............. 46 
Dodge, Bliss & Perry Co., Newburyport, Iactories, Johnson & Baillie Shoe Com- 
is A bs loth nie o biib we Soh aie ow entice we Shoe Form Co., Auburn, N. Y............ 52 d 
Dun Deer Sandals, Inc., Auburn, N. Y..... 37 pany, Koss Shoe Co., Goodyear Shoe 
Vamp Easer Co., Chicago, Ill............. 59 | Co., Municipal Shoe Co. 
Ebberts, John, Shoe Co., Buffalo, N. Y..... 48 
Whitcher, Frank W., Co., Boston, Mass.... 37 Engages in Manufacturing 
Gilbert Shoe Co., Thiensville, Wis......... 50 2 
Green Shoe Mfg. Co., Boston, Mass........ 1 York, Pa.—With 180 men employed, 
the Littlestown Shoe Company, Inc., at 
Howitz, Vincent, Co., New York City...... 48 Littlestown, about 20 miles from here, 
started the manufacture of shoes on 
Ideal Baby Shoe Co., Danvers, Mass....... 50 MACHINERY, LASTS, MFRS.’ SUPPLIES, Dec. 16 
DRESSINGS, ETC. ata ; ; 
Kendall Shoe Company, Haverhill, Mass... 52 While considerable of the machinery 
Sedition, &, x Mies Ox, Anavilie, Be...... g | Beckwith Mfg. Co., Boston, Mass.......... 64 | was yet to be installed when the plant 
Cavite © — oe opened, it was planned to install the 
Musebeck Shoe Co., Danville, Ill........... 5 IE PINs I MIs oss 95 eos 008s 45 | remainder of it immediately, so that 
Janvier, Walter, Ine., New York City..... 45 | when the basic operations had been 
Natural Bridge Shoemakers, Lynchburg, Va. 41 completed, machinery for succeeding 
Nettleton, A. E., Syracuse, N. Y.......... 46 Original Marvelous Dye Co., Brooklyn, N. Y. 45 work would be in place and ready to 
Old Colony Shoe Co., Brockton, Mass...... 46 | United Fast Color Eyelet Co., Boston, Mass., start. 
3rd Cover Incorporators of the company are W. 
Packard, M. A., Brockton, Mass........... as | United Last Co.. Boston, Mass.....-------- 38 | Clarence Shelly, John D. Keith and 
Pedigo-Lake Shoe Co., St. Louis, Mo..2nd Cover MB sav iiccsese ss ipl Rc un Minerva H. Hubbell, all of Gettysburg, 
Pa., and Warren R. Jones, Littlestown, 
Richards & Brennan Co., Randolph, Mass.. 46 Whittemore Bros, Cambridge, Mass........ 45 | who is treasurer. 
Roth Shoe Co., Philadelphia, Pa.......... 48 
Shaft-Pierce Shoe Co., Faribault, Minn.... 50 Eyelets as Decoration 
Smith, J. P., Shoe Co., Chicago, Ill........ 48 ihiliti j a 
Stacy, Adams Co., Brockton, Mass........ 46 . The possibilities of creating new de 
MISCELLANEOUS signs in, decoration by the use of visible 
eyelets is receiving the attention of the 
United States Rubber Co., New — American Weekly, New York City......... 7 | trade to a marked degree, and particu- 
larly will this apply to the openwork 
Glauberg, Max, ECE : 
ee ne ee ee Se 59 | and sandal effects for Spring. 
Hotel Bretton Hall, New York City....... 59 Not only are these eyelets a practi- 
Hotel Lexington, New York City........... 35 | cal ornamentation, they also serve as 
Hotel Plymouth, New York City........... 37 ventilators, and the new smooth clinch- 


LEATHER AND OTHER MATERIALS 





Kirsch-Blacher Co., Inc., New York City.. 59 





ing barrel obviates any roughness in- 
side. ; 
They come in the popular colors, so 


Allied Kid Co., Boston, Mass............... 6 Poster & Deutsch, New York City........ 59 

Barbour Welting Co., Brockton, Mass...... 42 Simon, I., Co., New York City............ 59 that they may be used mS harmoniz- 
Stephenson Laboratory, Boston, Mass...... 51 | Ing combination in either contrasting 

Evans, John R., & Co., Camden, N. J...... 2-3 St. Louis Chamber of Commerce.......... 25 | or matching effects. 
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Made 
J re by 
ae FRIEDMAN- 
“She Walks in Beauty” SHELBY 
(Registered separately and collectively) Branch 
BRAUER BROS. SHOE CO., St. Louis, Mo. INTERNATIONAL SHOE CO. 
Women’s Novelty Shoes St. Louis 
Buster Brown NONE SO GOOD AS 


TREAD STRAIGHT SHOES 
for Boys - forGirls 


Fashioned on | 
Dr.Sawvers | » Tell? ? 


¢ 
ky S BF: StS | i " 
imous Lasts | vee DrOwnbilt € it co” 
AIGHT SHOES 
maT. 
e 
g 


Natutalizers: 





Stylish, arch fitting shoes, for Men — forWomen 
providing: “A perfect shoe 


for every foot.” Manufactured and distributed ex- 4 


clusively by 


queniian ine bec. Brown Shoe Company a co. 
ST. LOUIS, m0. Manufacturers — _ St. Louis ST. LOUIS MO. 














Brands of sRFECTIQ N Perfection 


Established Quality WL * NA” 6 ~ Spats ~ 
Have been on 
Pillofut the market 


for the past 





Classmate ee 
NS None Better 
Active Maid SS 
Aveta Comteatier hoo : F. M. HOYT SHOE CORP. 
Goodyear Welts for Men and Women 
—— gg 7 adi sla MANCHESTER, N. H. 
by i Vermont 




















Novelties—Moccasins 
Cushion Soles— 


140 STYLES 


ALWAYS IN STOCK 





Pe: pe A Soft-Soles— 
oodyear Welt Sport Shoes Intermediates 
Littl Style Sh 
SE Spe cee Flexible Hard Soles 
HUTH & JAMES antennae Infancy to Four Years 


SHOE MFG. CO. 


MILWAUKEE, WIS. Mrs. Day’s Ideal Baby Shoe Co.—Danvers, Mass. 

















PRICES LOWER - QUALITY HIGHER THE NAME “KING” ON SHOE ORNAMENTS 


IS LIKE “STERLING” ON SILVER. 
Walr-Over 


< .-KING--- 
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SHOES 
For MEN For WOMEN 
amon GEO. E. KEITH COMPANY C. G. KING & CO., INC., PROVIDENCE, R. I. 
Campello Brockton Massachusetts 
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Your hand hasnt enough fingers: 








to check off thete_ 
& Hidden Values 


rmst: Resists Moisture 
seconp: Assures uniform flexibility 
THimp: Prevents squeaks 
INVISIBLE FounTH: Will not crawl or bunch 


MIDDLESOLE é 
FirrH: Prevents air pockets 


provides an insulation that 














prevents cold and dampness suxTm: Assures even wear 

Soe anmningsapen: 80/00 SEVENTH: Adds the wear of a Middlesole 
foot—assures an even, com- 

fortable tread and absolute- EIGHTH: Helps you sell more shoes 


ly does away with squeaks. 


Send for a sample can today 


INVISIBLE MIDDLESOLE 


A VULCO PRODUCT made by 


BECKWITH MANUFACTURING COMPANY 
STATLER BUILDING - BOSTON, MASS. 
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Now Possible with Visible Eyelets .. . 


Shoe designers, recognizing the ornamental possibilities of Visible eyelets, have 
created a variety of unique designs that are striking in their beauty and in their 
smartness. Eyelets offer that extra style touch that the better-dressed woman 
looks for in her footwear... they are novel and in perfect taste with the finest 
shoes. The development and perfection of the Invincible Fast Color Eyelet with 
its smooth, roll-back setting has made the Visible eyelet practical for decorative 
purposes ... made in colors that harmonize or contrast with 
every shade of leather or fabric. 


DIAMOND BRAND Visible FAST COLOR EYELETS 
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at the Linings’ 








P. W. MINOR & SON, Ine. 


BATAVIA, N. Y. 






















State . e« e« “Our policy of using only the best 
materials in our shoes naturally 
dictates the use of your superior 


lining leathers.” 


* 
“A chain is only as strong as its weakest link,” says the proverb. Inferior } ‘ I. IR | 2 C ‘| 
linings discount the good looks of shoes. Many manufacturers have dis- | | N | iN) (3 
i covered the best insurance against this loss of selling appeal—NU-PROCESS : os : . 
LEATHERS 


LINING LEATHERS. 


L. H. HAMEL LEATHER CO. 








SPECIALISTS IN LINING LEATHERS 
TANNERY AT HAVERHILL, MASSACHUSETTS NUP IR Cxe Ie >a 


BOSTON SALES OFFICE: 164-168 SOUTH STREET 


ci 


WILLIAM G. BLAIN GEO. W. NEWMAN JOSEPH S. SALOMON 
; Philadelphia, Pa. LEATHER CO. Seiderman, Salomon Co. 
Columbus, Ohio New York City 
JOHN B. DAILEY & CO. 
] St. Louis, Mo. NORMAN NELSON F. DOLL & COMPANIA 
St. Paul, Minn. Havana, Cuba 
| JOHN T. QUINN 
Rochester, N. Y. A. G. MOONEY, LTD. JOHN R. H. WARD 
ontreal, Canada ilwaukee, Wis. 
Montreal, C d Mil k Wi 
GEO. W. NEWMAN 
LEATHER CO. RAYMOND H. THAYER 







Cincinnati, Ohio London, England 











